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NON-MEDICAL PLAN 
HIGHLY COMMENDED | 


Medical Director Allen of the John | 
Hancock Mutual Gives 


His Views 
| 


STATISTICS ARE SHOWN | 
Declares It Was Most Radical Change 
in Life Insurance Practice 
in 25 Years 


UNDERWRITERS, BANKERS 
CONFER ON ESTATES 


/-MORE MEETINGS TO BE HELD 


National Association Representatives 
and Financiers Discuss Plans for 
Handling Policy Proceeds 


NEW YORK, Feb. 16.—Members of 
the committee on insurance trusts of 
the National Association of Life Under- 
writers conferred with representatives 
of a like committee of the American 
Bankers Association here this week with 
a view to devising if possible a method 


| handling life insurance estates by the 
| financial men. The matter was discussed 


By CHESTER C. NASH, JR. 
BOSTON, MASS., Feb. 16.—Analyz- 


ing the experience of the John Hancock | 
Mutual Life on non-medical business in 
his talk before the general agency con- 
ference here this week, Dr. E. H. Allen, 
medical director of the company, said 
that it had been more than gratifying 
thus far, had fully justified the change 
in practice and gave every evidence of | 
continuing this record. He expressed 
the opinion that the writing of life in- 
surance without medical examination 
was the most striking instance of rad- 
ical change in methods during the last 
quarter century. 


John Hancock’s Record 


The John Hancock has issued with- 
out medical examination in the weekly 
premieom branch more than $500,000,000 
in 1924-5-6-7 and in the ordinary branch 
more then $150,000,000 in 1926-7, a total 
of over $650,000,000 in three and one- 
half years. On this huge total there 
has been but a slight increase of mor- 
tality, more than offset thus far by sav- 
ings due to non-medical selection. 
About $30,000 of the claim payments 
can be directly accredited to the non- 
medical plan, but this increased mortal- 
ity is more than offset by $250,000 sav- 
ing effected in expenses and examination 
fees. 


Comparison Is Made 


Comparing the three year period 
Prior to the adoption of the non- -medical 
With the three years following, in the 
weekly payment department, $390,000,- 
000 was issued in 1922-3-4 with $867,000 
in short term claims, or $2,23 per $1,000 
ot written insurance and $612,000,000 
was issued in 1925-6-7, over 80 percent 
non-medical, with $1,587,000 in short 
term claims or $2.59 per $1,000 of writ- 
ten insurance. Thus the cost was 26 
cents per $1,000 or $160,000 more under 
non-medical, but the net savings in ex- 
Pense were $750,000, leaving $600,000 
to provide for future mortality. And 
selection ceases to be a factor soon after 
the first few years. 


Statistics Are Given 


In the ordinary department, the com- | 
Pany in 1926 issued $66,004,438 on non- 
medical and $164,316,564 on medical, 29 
Percent and 71 percent respectively. In 
1927, it issued $87,027,800 non-medical 
or 27 percent, and $233,999,528 medical 
=. 73 percent. In number of policies 
the 1927 figure of 69,902 non-medical | 





Was 54 percent of the total, showing the | 
frowing importance of this. 
58 claims 


In 


non-medical 


1926 
there 


were on 


| in a very general way. 


The tentative 
broad proposals put forth by each of 
the interests were not wholly acceptable 
to the other. 

Further study will be given the sub- 
ject and additional meetings doubtless 
will be held, though no dates were sug- 
gested. The life men at the Monday 
conference included Franklin W. Ganse 
of Boston, Frank L. Jones, Indianapolis, 
Graham Wells of New York, Julian S. 


Myrick, president National Association 
of Life Underwriters, and Roger B. 


Hull, managing director of the latter 
organization. 








amounting to $66,101 and there were 70 
claims on medical, amounting to $212.- 
281. In addition, 80 claims on non-medi- 
cal 1926 business were incurred in 1927 
for $98,486 and 112 claims on medical 
for $523,525. On 1927 business there 
were 98 non-medical claims for $138,492 
and 104 medical claims for $499,513. 
Thus there were 236 claims on the non- 
medical, amounting to $303,079. An- 
alyzing these, only 26 claims for about 
$30,000 appear to be such that an ex- 
amination would have prevented them. 
To offset this there was the expense 
saving of $250,000. 


Mortality Rates Given 

As for actual mortality, the company’s 
mortality rate for 1927 was 57 percent, 
compared with 58 percent in 1926, when 
the first half of the year was entirely 
medical. The mortality in 1927 on the 
medical business between ages 15 and 
45 was 40 percent of the expected and 
on non-medical it was 35.3 percent, so 
that the plan was thoroughly justified 
in that regard. Dr. Allen also summed 
up the history of the entire plan in 
Canada and this country, showing the 
experience generally favorable and the 
plan widely adopted. It was_ first 
launched by 5 Canadian companies in 
1921 and in 1925 there were 15 Cana- 
dian and 50 American companies writ- 
ing it. In 1927 there were over 120 
companies writing it. With all of them 
the results have been even more favor- 


| able than anticipated and there is every 


prospect that this will continue. 


Jack Dempsey’s Operation 


Jack M. Dempsey, Des Moines, north- 
western manager of The National 
Underwriter Company, underwent an 
operation for chronic appendicitis this 
week at the Mercy hospital, Des Moines. 


’ He is reported doing nicely. 








NEW YORK LIFE GOES 
WEST FOR A DIRECTOR 


W. W. HEAD IS APPOINTED 
Big Eastern Company Gives Recogni- 


tion on Its Board to Important 
Section of Country 





Walter W. Head, president of the 
Omaha National Bank and former presi- 
dent American Bankers Association, has 
been elected a member of the board of 
directors of the New York Life. Mr. 
Head, who succeeds the late S. Davies 
Warfield, president of the Continental 
Traction Company of Baltimore, is the 
first man west of Chicago to be named 
on the board. His appointment is inter- 
preted by Nebraska insurance men to be 
a recognition of the growing importance 
of the middle west in the insurance busi- 
ness. There are 20,000 policyholders of 
the New York Life in Nebraska, with 
a total of $40,000,000 in force. The com- 
pany’s investments in Nebraska total 
over $10,000,000, which is more than 
$1.75 for each dollar of the policyhold- 
ers’ money in the state. 

Mr. Head carries the largest amount 
of insurance of anyone living in Ne- 
braska, totaling $2,225,000. Of this 
amount $300,000 is in the New York 
Life, this being the maximum issued by 
the company on one risk. 

There are only two other members of 
the board west of the Alleghenies. They 
are George M. Reynolds, chairman of 
the board of directors of the Continen- 
tal & Commercial National Bank of 
Chicago, and Myron T. Herrick, presi- 
dent of the Society for Savings, Cleve- 
land, and at present American ambassa- 
dor to France. 

Mr. Head is vice-president of the St. 
Joseph Life of St. Joseph, Mo. He is a 
director of the Chicago & North West- 
ern Railroad. 


Institute Directors Meeting 


The directors of the American Insti- 
tute of Actuaries will meet in Chicago 
Monday. Among the questions to come 
up is cooperation with the Actuarial So- 
ciety of America on examinations up to 
the finals for fellows. At present both 
organizations have different sets of ques- 
tions, although for the most part the 
same men are entering or at least the 
men of like qualifications. With as many 
applicants, it makes much labor for the 
committee that examines the papers. It 
is thought that with more cooperation, 
the two societies can cut down the work 
and get the same results. 

The American Institute also has before 
it the question of establishing a per- 
manent office with a salaried employe in 
charge. 


Elliott Made Group Manager 


Charles Emmett Elliott, Jr., formerly 
in the insurance business at San An- 
tonio and later in Dallas, Tex., has been 
named manager for group insurance of 
all the United States and Canadian 
offices of Johnson & Higgins. Mr. El- 
liott will move from Houston to New 
York. Gerald M. Eubank is general 
manager of the life department of John- 
son & Higgins. 








WARNING NOTE IS 
SOUNDED BY CROCKER 


John Hancock President Analyzes 
Situation on American 
Men Table 


OBSERVATIONS ARE MADE 


Declares That Companies Should Not 
Be Forced to Act Hastily on 
Important Matter 


By CHESTER C. NASH, JR. 

BOSTON, MASS., Feb. 16.—Use of 
the American Men table of mortality 
was sharply criticized by Walton L. 
Crocker, president of the John Hancock 
Mutual Life, speaking before the gen- 
eral agency convention at the home 
office here this week. Mr. Crocker did 
not criticize the table, but rather the 
hasty and unnecessary swing to an addi- 
tional table when the old one is still 


good. 
Old Table Time-Tried 


He characterized the adoption of the 
new table as tying two tails on one kite, 
He said the American Experience table 
was an old one and time-tried and left 
ample room for future emergencies. 
a margin of safety is greatly cut into 
by the new table and this is not in line 
with the conservation commonly evi- 
denced by the life insurance business. 
Even though a slight additional cost is 
essential, he expressed the opinion that 
the added safety was worth this, for an 
insolvent life company is of no benefit 
to the beneficiaries. 


Must Consider the Time 


Particular criticism was voiced in 
connection with the mortality records, 
past, present and future. Mr. Crocker 
expressed the opinion that the present 
experience is over-emphasized and not 
properly correlated to the business con- 
ditions of the times. He said that advo- 
cates of a new table should remember 
that the past decade has seen the most 
remarkable development on_ record. 
This has had an effect on the business 
qualitatively as well as quantitatively. 
The natural accompaniment of such an 
inflation would be an improved mortal- 
ity record, because of the increased vol- 
business and also because 


ume of new 

this new business represents the better 
half of society, from a health stand- 
point. 


Points Out Danger 


The danger, Mr. Crocker pointed out, 
comes in the next decade’s trend. It 
may show no slowing up quantitatively, 
but with the better risks already on the 
books, further increases will mean more 
and more marginal business and busi- 
ness upon which a higher mortality may 
be exgected. He said that there is every 
reason to believe that the next few 
years may see a reduction in the quality 
of the business, not because of reduced 
selectivity by companies, but because of 

(CONTINUED ON NEXT PAGE) 
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LAW SHOULD BE NOTED 
IN EVERY CONNECTION 


COX SHOWS ITS IMPORTANCE 





Vice-President of the John Hancock 
Makes Address Before the 
Agency Convention 


BOSTON, MASS., Feb. 16.—The im- 
portance of looking to the law in every 
detail of the business and in matters of 
even minor importance was stressed by 
Guy W. Cox, vice-president and gen- 
eral counsel of the John Hancock Mu- 


tual Life, speaking before that com- 
pany’s agency convention here this 
week. Mr. Cox said that it is not so 


much the matter of legality as of moral- 
ity. The effect of non-observance can 
be felt in many ways in the field and 
in the home office. 

Should Not Stretch Point 


Mr. Cox said that often the company 
is asked to “stretch a point” because 
it is only a minor item and of little 
consequence. He said that no item 
that is over the exact boundary line is 
of little consequence and thus the com- 
pany cannot do this. Neither should 
the agents’ in any of their contracts 
permit themselves to overlook these lit- 
tle details which, of themselves, may 
cause trouble and which may accumu- 
late or lead the way to more grave dif- 
ficulties, 

Legal Department’s Relation 


The inter-relation of the legal depart- 
ment with all other departments was 
shown by Mr. Cox. He said this de- 
partment is not a thing apart and sepa- 
rate from the other phases of the busi- 
ness, to be consulted only in emergen- 
cies. It is at work constantly with the 
other departments and is constantly 
guiding the policies of the company. 
Actual litigation is but a small part of 
its work, as indicated by the number of 
policy claims that get into court. Last 
year, of the 75,000 claims filed, 2,081 
were examined by the legal department 
and questioned, though only 41 suits were 
filed. The disability clause is a big fac- 
tor in this, having doubled claims since 
its advent. 


MARCH DEADLIEST MONTH, 
PHOENIX MUTUAL FINDS 





March is the deadliest month of the 
. year, according to the Phoenix Mutual 
Life records. It has been so far for the 
past ten years. The company’s index 
of average number of death claims shows 
that in March the claims jump abruptly 
to 106 from the February average of 84. 
This is an excess of deadliness amount- 
ing to 27.34 points, the year-round aver- 
age being 78.66. 

December and January are the closest 
rivals for March’s grim distinction, their 
numbers being 90 and 85 respectively. 
Then begins the drop, until the dog days 
of August, and September, become the 
safest to life of all the months, with the 
low figures of 61 and 62 respectively. 

The returning vacationist finds an- 
other dangerous bulge in October, when 
the index hops up 19 points to 81, easing 
off again to 76 in November. 

By seasons, the index is as follows: 


Spring, 87.66 claims; winter, 86.33; 
autumn, 73; summer, 67.66; year-round 
average, 78.66. 


Mortality in 1927 was the lowest of the 
last five years and greater savings were 
made from that source than in any of the 
company’s 76 years of history, according 
to President Welch’s annual report. 


W. R. Zulich Elected President 


W. R. Zulich, who in 1897 was one of 
the organizers of the Reserve Loah Life 
of Indianapolis and who has since that 
date served as vice-president and treas- 
urer, has been elected president and 
treasurer, succeeding Chalmers Brown, 
who died Jan. 28. 
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F. ARM MORTGAGE “STATUS | 
IN LIFE INSURANCE 


MORE HOPEFUL SKY IS SEEN 


President Crocker of the John Hancock 
Mutual Looks for Early Improve- 
ment in Field 





BOSTON, MASS., Feb. 16.— Re- 
ferring to the disconcerting conditions in 
the field of farm mortgage investments 
which have ben encountered in the past 
few years, Walton L. Crocker, president 
of the John Hancock Mutual Life, in his 
talk to the general agents’ conference 
here this week, said that prospects are 
hopeful for an early improvement. The 
John Hancock Mutual Life is a heavy in- 
vestor in the field of farm mortgages and 
has reflected in its experience the ex- 
perience of all companies, this having 
been notably disconcerting in the past 
few years. 


Gives Some Figures 


Mr. Crocker announced that the de- 
layed interest on farm mortgages last 
year amounted to 3.42 percent of the 
year’s receivable interest and the value 
of farms held on foreclosure represented 
3 percent of the total investment in this 
class. Certain sections in particular were 
badly hit and large amounts of farm 
properties were taken over. They are 
well tenanted and cared for, however, 
and are even now producing an income, 
awaiting a return to normalcy to be re- 
sold. Mr. Crocker expressed confidence 
that stability will be very soon achieved 
and this temporary situation will be 
righted. 


Still Invests Heavily 


As evidence of the company's assur- 
ance of the farm mortgage field, it was 
announced that last vear $22,133,785, or 
nearly 40 percent of the total of funds 
invested in 1927, was put into farm mort- 
gages. Certain sections are already fully 
recovered from the temporary post-war 
inflation difficulties and others are now 
readjusting themselves, so that agricul- 
ture will be once again on sound ground 
very soon. Mr. Crocker said that this 
represents the most stable investemnt 
obtainable, the ground on which one 
lives, and thus farm mortgages will 
always be of the best class of invest- 
ments. He said there is no occasion for 
anxiety, but it merely requires patience, 
awaiting the turning of the tide. 


HAROLD BROWNLEE RESIGNS 
Gives Up Pittsburgh Association Post 
to Take Position with New Eng- 
land Mutual Life 





Harold S. Brownlee, who has held the 
office of executive secretary of the 
Pittsburgh Life Underwriters Associa- 
tion since the incorporation of that body 
in 1925, presented his resignation, effec- 
tive, March 1, to the board of directors 
at the January directors’ meeting. The 
resignation was ordered received and ac- 
cepted with regrets. 

Mr. Brownlee leaves the office to take 
up the active work of life underwriting 
and will be associated with the New 
England Mutual Life, Pittsburgh agency 
as agency secretary. 

William M. Milligan, who has been 
chosen to the office of executive secre- 
tary to succeed Mr. Brownlee, was 
selected after the field of possible candi- 
dates and applicants had been carefully 
combed. The new secretary is a gradu- 
ate of Muskingum College with the de- 
gree of A. B. In his college work he 
was prominent in various activities. The 
association found him as a teacher in 
mathematics at the American high 
school, where he has done highly efficient 
work. 

The new secretary will take up the 
duties of his office March 1. 
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| GENERAL AGENTS’ MEET 


TAKES CONFERENCE FORM 


SET SPEECHES ARE OMITTED 





Connecticut Mutual Life Field and 
Home Office Representatives Dis- 
cuss Agency Problems 





Not one prepared paper was presented 

at the meeting of general agents and 
home office officials of the Connecticut 
Mutual Life who met in convention at 
Biloxi, Miss., last week. The conven- 
tion took the form of a round table con- 
ference, at which each man present was 
invited to take the floor and say his say. 
Frank criticism was indulged in by every 
man who had anything to criticise, and 
the result was one of the most construc- 
tive conferences Connecticut Mutual Life 
men ever have attended. 
’ At no time during the sessions did 
enthusiasm flag, and every man who 
attended contributed to the general dis- 
cussion. One of the matters on which 
discussion was lengthy and enlighten- 
ing was methods of obtaining and train- 
ing new men. The sense of the meet- 
ing was that quality is more essential 
than quantity in constructing an agency 
staff, and that men of high character 
and with the best available educational 
equipment are the men whom the life 
business needs today. 


Mistakes, Failures Discussed 


Mistakes and failures in agency build- 
ing were stated and criticised. Tried 
and untried methods of obtaining men 
were discussed, the merits and demerits 
of each were examined and new plans 
for staff building were laid. 

None of the home office representa- 
tives offered anything in the way of an 
inspirational address. Inspiration in 
abundance was obtained from the dis- 
cussions. Among those present from 
the home office were: 

James Lee Loomis, president; Harold 

Larkin, vice-president; Jacob H. 
Greene, secretary; H. M. Holderness, 
superintendent of agencies; Henry 
Steiner, secretary of the agency depart- 
ment: Harold N. Chandler, secretary; 
Fred Leiter and Holgar Johnson, as- 
sistant agency superintendents. 


NO INCOME IN BUYING IN 
MORTGAGED PROPERTY 





WASHINGTON, Feb. 15.—A life in- 
surance company which forecloses a 
mortgage on which both principal and 
interest are due and unpaid, and buys in 
the mortgaged property for the face 
value of the mortgage, has_ received 
thereby no gross income, within the 
meaning of section 244 (A) of the Rev- 
enue Act of 1921, it was held by the 
United States Board of Tax Appeals, 
in passing on the appeal of the John 
poaneers Mutual Life from an addition 
by the Commissioner of Internal Reve- 
nue of $130,660 to its income for 1921 
on account of interest received from the 
foreclosure of a mortgage. 

The Board, however, affirmed the 
action of the commissioner in disallow- 
ing a reduction of $43,282, representing 
certain real estate taxes upon the prop- 
ertv. paid by the company after the fore- 
closure sale. 


WARNING NOTE IS 
SOUNDED BY CROCKER 


(CONT’D FROM PRECEDING PAGE) 


this fundamental situation regarding the 
masses of the insuring public. 

This would have a notable effect on 
the mortality tables in use, and if the 
American Men table were in use the 
increased mortality might very easily 
overstep the reduced margin of safety. 
For this reason, Mr. Crocker is skepti- 
cal of the talk ‘about the use of a new 
table. when this table would reduce the 
margin of safety. 





SOME LEADING FACTORS 
IN EQUITABLE’S WORK 





REPORT OF EXAMINATION 





New York Department Gives Some In- 
teresting Observations on the Com- 
pany’s Internal Organization 





NEW YORK, Feb. 15.—The insur- 
ance department has newly made public 
the result of its examination of the 
Equitable Life of New York for the 
three years ended Dec. 31, 1926. Notable 
features of the report deal with its final 
mutualization, the last three shares of 
outstanding stock having been pur- 
chased during the period by the accred- 
ited trustees, and the highly satisfactory 
character of investments. No default in 
the payment of either principal or inter- 
est have been experienced upon any of 
the bonds. Practically all previously 
written business in foreign countries 
has been disposed of either through the 
medium of reinsurance or liquidation. 
Despite this fact its general business 
has shown a marked increase and gives 
every promise of continuing so to do 
in future. In conclusion the report of- 
fers that, “for a number of years the 
Equitable has been able to increase its 
average return on investments. Policy 
provisions ‘have been liberalized and in 
general it carries out and fulfills its con- 
tracts promptly and equitably.” This 
latter assurance, while gratifying, will 
not be news to the life underwriting fra- 
ternity familiar with the character of its 
management. 


TRAVELERS’ WISCONSIN RALLY 


Supervisors for All Lines from Home 
Office Attend Conference with Agents 
at Milwaukee Branch Office 


MILWAUKEE, Feb. 15.—The “Bear- 
cats,” field force of the Milwaukee 
branch of the Travelers, met here Feb. 
10-11 for their annual conference with 
home office and branch officials. There 
were 153 agents from the territory pres- 
ent. 

The life and accident department had 
the floor at the first session and Friday 
afternoon was devoted to the casualty 
division. Fire and life were given a hear- 
ing Saturday morning and that afternoon 
the casualty and indemnity lines were 
again on the program. 

Home office men who attended in- 
cluded: John De Forrest, assistant su- 
perintendent of agencies; D. J. Bloxham, 
supervisor of agency field service, life 
and accident; W. E. Boyd, supervisor of 
agency field service, fire division; Rob- 
ert D. Safford, superintendent of agencies 
Travelers Fire. John Eglof, supervisor 
of agency field service for the casualt) 
lines was unable to be present due to 
illness and his place was taken by Jo 
seph Murtaugh of Hartford. Mr. Mur- 
taugh made the “hit” of the casualty 
sessions with his talk on “Salesma- 
ship.” 


J. M. Howry Resigns 

John M. Howry, agency manager 0: 
the Great American Life of Hutchinso. 
Kan., has resigned that position. He w!! 
take a trip around the world before mak- 
ing another connection. Mr. Howry is 
a veteran life insurance man and has 
been in business for 25 years. He was 
formerly connected with the Mutual Life 
of New York and the Occidental Life 
of California. 

Mr. Howry expects to sail from San 
Francisco some time in May and stop 
in Honolulu. He expects to visit Japa® 
from there to travel China and the Phil 
ippines and down to Australia and New 
Zealand—tour_ through India, Ceylon 
and Egypt. He has been in Europe 
once before. He does not expect to sta’ 
long on his way home. He will retut™ 
to Hutchinson, and may organize a ™™ 
ance company of his own. 
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MAKE POLICYHOLDERS — 
PAY FOR SCHOOL BOOKS 





Bill to Increase Taxes in Ken- 


tucky Draws Insurance Men 
to Frankfort 


PLAN RAISE TO 2 PERCENT 


Measure Applies to Fire, Life and Casu- 
alty Branches—Defeat Still 
in Doubt 


FRANKFORT, KY., Feb. 16.—Advo- 
cates of free text books for school chil- 
dren in Kentucky purpose to make the 
insurance policyholders of the nation 
pay for them. That is, indirectly, for 
representatives of insurance companies 
before the legislative insurance commit- 
tees here this week contend that any 
increase in insurance taxes will come 
out of the dividends paid the policyhold- 
ers in Kentucky. A crowd of 300 insur- 
ance men from central Kentucky were 
here to protest against the Dorman bill, 
which seeks to increase the present 2 
percent state tax rate on foreign insur- 
ance companies doing business in Ken- 
tucky to 3 percent. 

After hearing both sides in an ex- 
tended argument the committee voted to 
defer action on the bill until early next 
week. 

Made Impression on Committee 


The insurance men made a good im- 
pression on the committee, and many 
members of the house who are not 
members of the committee listened to 
the discussion. 

Darwin Johnson, president of the 
Commonwealth Life, made the principal 
presentation of facts for the life, and 
Judge Homer Batson, of Louisville, for 
the fire and casualty companies. 
_Among the insurance men here ac- 
tively opposing the bill are former 
senators White L. Moss and William 
M. Duffy, both members of the 1926 
senate, and who have a considerable in- 
uence in the legislature. 

The Dorman bill provides for a raise 
of 1 percent in the state tax rate, in 
lieu of other taxes. Rowan Hardin, de- 
partmental counsel of the city of Louis- 
ville, spoke strongly against this provi- 
sion, contending that it would deprive 
that city of $153,000 of annual revenue, 
which goes into the sinking fund and is 
used to retire outstanding bonded in- 
debtedness. 


Would Mean $500,000 Additional 


Last year Kentucky collected $1,100,- 
000 from the insurance tax. Selden R 
Glenn, member of the state tax com- 
mission, who argued in behalf of the 
bill, said it would bring in more than 
$500,000 additional if enacted, and would 
be used to pay for the free school books. 

Glenn cited figures to show that a 
number of other states collect a higher 
tax rate than Kentucky does now, but 
opponents of the bill replied that in most 
of the states the conditions are more 
favorable from this standpoint than in 
Kentucky. The adversaries of the meas- 
ure also contended that the increase 
would have to come out of the dividends 
of the policyholders. 

here were more than 250 insurance 
men from all parts of Kentucky present 
at the hearing, and there is no doubt 
that their attitude will have a marked 
tafivence on the membership of the leg- 
jilature, but as to whether the bill will 
¢ defeated, is a doubtful matter. It is 
— that an amendment to make a 
om ler increase than 1 percent will be 
‘i ered when the act comes up for final 
onsideration. 


ns 
There are approximately 1,075,000 life 


JUDEA LIFE EXPANDING 
AGENCY ORGANIZATION 


ITS FIRST YEAR 
Paid for $6,000,000 in Eight Months of 
1927—New Fields Being 

Entered 


FINISHES 





Life of New York is rapidly expanding 
and expects to make a very sizable in- 
crease in business during the coming 
year. The company finished its first 
year, having operated only eight 
months of 1927, with paid business of 
almost $6,000,000. In the latter part of 
1927 the agency organization was ex- 
panded and still further development 
plans are now being made, so that 1928 
should see a large increase in business. 


Expanding Agency Plant 


Thus far the company has chiefly con- 
fined its interest to the development of 
New York business. It has appointed 
15 general agencies in New York and 
Brooklyn. These offices also cover out- 
lying territory, including New Jersey. 
Also the company has opened an office 
at Washington, D. C., with jurisdiction 
over the District of Columbia and Mary- 
land. The next territory to be devel- 
oped will be Illinois. The company has 
received authority to operate in Illinois 
and Maine, but has uot yet organized an 
agency plant in those states. Applica- 
tion has also been made to Rhode Is- 
land and Massachusetts. 

The Judea Life was organized in 1926 
by the Judea Industrial Corporation, 
which is interested in development in 
Palestine. The company first began to 
write business in May, 1927. The pro- 
ceeds of the company go to the holding 
company, the Judea Industrial Corpora- 
tion, which is devoting its interests to 
the development of a Jewish national 
homeland in Palestine. 








insurance policyholders in Kentucky. 
The average ordinary life policy is for 
$2,300 and the average group life in- 
surance policy is for $1,400. Approxi- 
mately 42 percent of the total population 
of the state is buying life insurance as 
a method of thrift to make provisions 
for support of their widows and orphans 
of the future or providing small funds 
for their own old age. 

The original purpose of insurance tax- 
ation is to provide a fund to support the 
state insurance department. The present 
tax netted more than $900,000 in 1926, 
while it cost only $43,000 to run the 
department. Kentucky collects from in- 
surance companies 23 times the cost of 
the Kentucky insurance department. 

Since 1916 the revenue from this state 
tax has increased from $344,000, then, 
to $918,000 in 1926. 


Now About Average 


The average gross premium tax in the 
states of the union is 1.67 percent, prov- 
ing that Kentucky is charging a higher 
rate than the general average for the 
country. 

Insurance companies have invested 
heavily in Kentucky. The increase in 
investments in the state in 1926 
amounted to $12,000,000 and, in addition, 
the companies paid out $22,000,000 in 
death losses, dividends and expenses. 
Premiums collected totaled $26,600,000, 
making the net revenue over expendi- 
tures in the state only about $7,000,000. 

Figures based on aggregate operations 
of 49 life insurance companies doing 93 
percent of the business in Kentucky 
show that in 1926 their total net oper- 
ating income from Kentucky business 
was $4,857,847. The total taxes of these 
companies amounted to $582,409, or 12 
percent of the net income. 


Modern Life Increases Capital 


The Modern Life of St. Paul has 
amended its articles of incorporation, 





making its capital $500,000. 


NEW YORK, Feb. 16—The Judea | 


NEW “PACKAGE” GROUP 
POLICY IN BIG DEMAND 


| LAUNCHED BY METROPOLITAN 








| 
Covers All Possible Needs of Employes 
and Effects Legal Re- 


serve Plan 


| 





NEW YORK, Feb. 16.—The Metro- 
politan Life has closed its first contract 
under the new “package” group policy, 
the street railway employes of Cincin- 
nati having been written under this new 
combined policy form, This is a “four in 
one” contract which the company is 
| now promulgating. The policy has been 
approved and is now in the hands of 
the printers. It will be circulated 
among the Metropolitan Life group so- 
licitors in two or three weeks. 


Demand for Coverage 


The contract with the Cincinnati 
street railway employes was drawn up 
as a special form and specially approved, 
but it found such a hearty response that 
the company was persuaded to consider 
the extension of its policy in general to 
the group department. It has already 
found a demand for this coverage and 
the company feels that it will probably 
replace the individual group forms. J. 
E, Kavanagh, vice-president in charge 
of the group department of the Metro- 
politan, regards this as one of the most 
important developments in the group 
business. He believes that the promul- 
gation of this “package” form will mark 
a new era in group insurance. 

Includes All Four Groups 


The package contract is a combination 
of the four group coverages offered by 
the Metropolitan Life. The contract in- 
cludes group life, group accident, group 
health and group annuity features. Any 
or all of these four coverages may be in- 
cluded in the contract and whatever are 
selected are given in the single contract. 
It greatly simplifies the business and 
also puts group business on the pro- 
gram of the level premium legal reserve 
basis. Through this new contract the 
policyholder acquires a personal interest 
in the policy, so that in the event he 
leaves the employ of the contracting 
concern, he can carry with him the 
policy interest. This is important, as it 
removes the old handicap of loss of in- 
terest upon retirement from the com- 
pany with which group insurance was 


carried. 


Covers All Needs 


Also, the package form takes care of 
practically all of the needs of the em- 
ploye. It provides a death benefit for 
his beneficiaries. It provides disability 
benefits for himself in the case of emer- 
gency loss of income. It also provides 
the pension fund to the annuity feature, 
to take care of the old age income, ef- 
fective at age 60 or 65 or whatever is 
desired. The contract is flexible and can 
cover any or all needs. It can be a 
complete coverage of all future emer- 
gencies or it can be reduced to a mini- 
mum coverage of the most essential 
needs. The policy has proven attrac- 
tive and the Metropolitan Life has al- 
ready had numerous requests for in- 
formation regarding it. 


Hugh Hart on Dedication Program 


Hugh D. Hart, vice-president of the 
Penn Mutual Life, is this week having 
a part in the dedication program of the 
new home office of the London Life, of 
London, Ont., Canada. An extremely 
interesting three-day schedule of events 
lists Mr. Hart as a four-time speaker 
Feb. 16-17. On Thursday he addressed 
managers and assistant managers. On 
Fridav morning he describes the “Place 
and Function of Life Insurance in Mod- 
ern Life” to managers, superintendents. 
supervisors, and agents, and a second 
address before the same group is en- 
titled, “Presenting the Insurance Propo- 
sition.” On Friday afternoon he gives 
the closing address of the program. 








JOHN HANCOCK HOLDS _ 
ANNUAL CONVENTION 


General Agents and Superintend- 
ents of Company in Meeting 
at Boston 


PROSPERITY PREDICTED 


Walton L. Crocker, President, Says 
Life Insurance Has Started New 
Era of Existence 


By CHESTER C. NASH, JR. 


BOSTON, MASS., Feb. 16.—Citing 
the many encouraging features seen in 
life insurance last year and at the open- 
ing of 1928, Walton L. Crocker, presi- 
dent of the John Hancock Mutual Life, 
welcoming the general agents and sup- 
erintendents the annual convention 
here this week, said that the institution 


to 








WALTER L. CROCKER 
President John Hanceck Mutual 


of life insurance is entering upon a new 
era of growth and prosperity. This was 
the annual two-day conference with 
those in the field, preceded, as usual, by 
the annual policyholders’ meeting, at 
which the annual report was presented. 

Mr. Crocker spoke of the remarkable 
gains of recent years, again enjoyed in 
1927, by the John Hancock. Business 
has continued its onward march and in- 
creases have been shown in all de- 
partments. In addition, interest earn- 
ings were nearly twice the rate con- 
sidered as a sound expectancy a quar- 
ter of a century ago. The mortality 
rate reached a new record low mark. 
New features have been added which 
give a broad range of service to be 
rendered the public. Looking to this 
service as the keynote and not personal 
gain or material growth, Mr. Crocker 
saw a future with no boundary or check 
to advancement. 


All Business Speeding 


Mr. Crocker also commented on the 
trend of business in general. He referred 
to the signs of the times which point 
to a speeding of all life. Industry in 
production and distribution alike calls 
for increased speed in tune with this. 
Thus also does the insurance business 
find itself faced with a necessity for new 
methods and new equipment to mect 
modern conditions. With this increased 
speed and efficiency, however, there de- 
velops an agglomeration of power and 
wealth which calls for greater sincerity 

(CONTINUED ON PAGE 32) 
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Skyrockets 


make a tremendous fuss when going up and 
present an inspiring spectacle while at the 
peak of their climb, but, once they burst, 
their descent to oblivion is swift. 


High Pressure 


life insurance salesmen run the same course 
—but with disastrous results to themselves, 
their clients, and their company. 


Safety First 


tactics are the rule today with progressive 
life insurance salesmen and life insurance 
companies keenly alive to the many dangers 
incidental to careless agency management. 
The American Central fieldman does not 
“skyrocket” because he operates under a 
scientific arrangement that pays for the busi- 
ness that stays. 


ESTABLISHED 1892 


AMERICAN CENTRAL 





























as 


' Missouri; 





ORGANIZATION WORK FOR 
PYRAMID LIFE COMPLETE 


JOHN G. HOYT IS PRESIDENT 





Officers and Directors of New Kansas 
City Company Have Subscribed 
for $1,000,000 of Stock 





KANSAS CITY, MO., Feb. 16.—The 
Pyramid Life Insurance Company, re- 
cently organized here with John G. 
Hoyt, former president of the Missouri 
State Life, as president and organizing 
head, has been incorporated, and the 
stock has been placed for public sub- 
scription. Officers and directors have 
subscribed to $1,000,000 of the $3,000,- 
060 capital and surplus. 

Officers for the company have been 


elected. They are John G. Hoyt, presi- 
dent; E. L. Foutch, treasurer; C. A. 
Hankins, secretary, and Charles M. 


Howell, general counsel. The directors 
are: Fred W. Fleming, president of 
the Central Surety & Insurance Cor- 
poration, and formerly chairman of the 
board of the Kansas City Life; Conrad 
H. Mann, Arthur Hardgrave, president 





JOHN G. HOYT 
President Pyramid Life 


of the City Ice Company, and president 
of the Chamber of Commerce of Kan- 
sas City; Joseph F. Porter, chairman of 
the executive committee of the New 
England National Bank & Trust Com- 
pany, and president of the Kansas City 
Power & Light Company; Jay Tschudy. 
vice-president of the Tschudy Lumber 
Company; A. L. Gustin, president of 


‘the Gustin-Bacon Manufacturing Com- 


pany; F. C. Niles, president of Niles 
& Moser Cigar Company; Bryce B. 
Smith, president of the Consumers 
Pread Company; Joshua Barbee, former 
deputy superintendent of insurance of 
E. J. Balsiger, auditor Order 
of Eagles. 

The company was organized with a 
view to building a large legal reserve 
life insurance company in Kansas City, 
the large capital and surplus enabling 
the corrpany to develop its business rap- 
idly because of its ability to take ad- 
vantage of opportunities for purchases, 
mergers and consolidations, 


R. F. Preston Advanced 


Robert F. Preston, who has been 
chief clerk in the actuarial department 
of the Northwestern National Life, has 
been appointed assistant actuary. He 
has been with the company since early 
in 1925. He is a graduate of Coe Col- 
lege of Iowa and then specialized in 
actuarial work for one year at the Uni- 
versity of Iowa. He was associated 
With the home office of the Equitable 
Life of Iowa and later the Iowa insur- 
ance department. 








ANNUAL STATEMENTS 
SHOW NOTABLE GAINS 





FIGURES FOR THE WHOLE YEAR 





Life Insurance Companies Financial Ex- 
hibits Reveal a Healthy Condi- 
tion in the Business 





The John Hancock Mutual in its 65th 
report shows $2,764,331,561 insurance in 
force, increase $252,633, 459 or 10 per- 
cent. There was set aside for policy- 
holders dividends $16,654,587. The as- 
sets are $451,006,578 and surplus $86,- 
006,103. The gain in assets was 
$43,047,122 or 10.5 percent. This gain 
was equal to the entire assets 21 years 
ago. The mortality ratio on the indus- 
trial business was 67 percent. The rate 
on ordinary was 57 percent. Organic 
Ciseases of the heart led in disease 


causes, being 18 percent of the total 
deaths. The next was cancer with 10 
percent. Accidental deaths amounted to 


9 percent of the total. The new paid 
for business last year was $524,797,698. 
Including revivals and increases the 
total new business was $599,562,951. 
There was $260,793,625 ordinary and 
$233,845,823 weekly premium. The new 
group business was $30,158,250. Of the 
new ‘business, New York led with $153,- 
039,607. Massachusetts was next with 
$121,201,668. Then there was quite a 
gap between the second and third place, 
Illinois coming across with $50,613,490. 
Pennsylvania was next with $44,705,247. 
The total income last year was $118, 
59&,203, increase 11.5 percent. The rate 
on total invested assets earned was 5.24 
percent. The city property loans 
amounted to $66,482,589. Delayed in- 
terest at close of the year on farm mort- 
gages was 3.42 percent. The farms 
owned under foreclosure total approxi- 
mately 3 percent of the whole farm in- 
vestments. 
Pacific Mutual Life 


The Pacific Mutual Life shows busi- 
ness in force $667,079,906, increase 
$38,543,995. It paid policyholders 
$14,976,694. The average rate of in- 
terest earned was 6.61 percent. The 
average rate on mortgages was 6.16 per- 
cent. The assets are $132,273,479, in- 
crease $15,160,403; mortality rate 45.20, 
total income $38, 298,731; accident in- 
come $5,999,950; dividends to policy- 
holders $3,297,040. The year was a very 
good one for the company. 


California State Life 


The California State Life’s annual 
statement shows insurance in force is 
now $74,356,790, a gain of $5,010,000, or 
7.25 percent. There are now 30,000 life 
policies in force. The assets are $11, 
421,243, gain $1,200,477, or 11.75 per- 
cent. The capital and surplus are $1. 
239,472, gain $200,956 or 19.5 percent 
The payments to policyholders were $5, 
378,763. The California State Life 1 
growing solidly and well. 

West Coast Life 


The West Coast Life of San Fran- 
cisco closed a very excellent year. Its 
assets are $15,156,309, increase $1,456, 
418. After increasing the policyholders 
dividend fund by $72,247, the net earn- 
ings were $121,544. Of this amount $60,- 
000 was paid in dividends to stockholders 
and $61,544 added to surplus. The net 
surplus now amounts to $787,701. The 
capital and surplus together amount ' 
$1,907,346. The premium income wés 
$3,684,721, increase $192,494. Its life in- 
surance in force is now $103,620,000, in- 
,crease $4,504,000. Its new paid for busi- 
‘ness last year was $20,368,000. This i 
double Ba amount paid for five years 
ago. The West Coast Life is m: aking 
progress in every direction. 


Montana Life 





The Montana Life has issued its 3% 
nual statement showing insurance ™ 
force $49,026,224, assets $8,399,561, CaP” 

(CONTINUED ON PAGE 32) 
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H. ADAM DESCRIBES for —e powers. The corporation 
i trustee, because of its permanence, is 
3AINS SETTLEMENT METHODS naturally preferred aa an individual 
—_— ven whose death would cause con- 
siderable inconvenience. 
YEAR ADDRESSES CINCINNATI MEN “*Policy assigned to surviving stock- 
holders.’ In some cases policies have 
. . . " been assigned in this manner, but this 
cial Ex- Penn Mutual Life Representative Gives plan has not met with favor. While 
ndi- Underwriters Details on Preparing : — that a ae as a stock- 
: holder has a good insurable interest in 
Beneficiary Clauses the life of a valuable officer of a cor- 
poration, it is by no means certain that 
its 65th Herbert Adam of the legal department a oe pod = gn jae 
‘ance in of the Penn Mutual Life was the speaker | o¢ 2 trustee is better. Where the policy 
10 per- at a meeting of the Cincinnati Life Un- te payable to a trustee, the question of 
policy- derwriters Feb. 9. He described meth- | incurable interest is not inquired into. 
The as- ods of writing beneficiary clauses and “Policy payable directly to a mem- 
us $86,- supplemental agreements in the issu-| her of the insured’s family, with control 
is we ance of partnership and corporation | in the corporation, a trustee or certain 
us gain policies, pointing out the necessary safe- | of the stockholders.’ This is similar to 
1 years guards to assure the protection of all | the plan mentioned above in connection 
» indus- mterests, and analyzing defective and | \ i+}, partnership cases. It is used where 
“he rate dangerous usages which are sometimes | +}. parties wish the insurance payable 
Organic employed. Relative to partnership in- | on an income plan, especially as a life 
disease surance Mr. Adam said: 7 income, or where they wish the insur- 
1€. total “‘Policy payable to insured’s bene- | ance payable directly to the family 
with 10 ficiary but control placed in both part- | rather than through the corporation, or 
inted to ners.’ This seems to be the ideal way | .ome other trustee. This, I believe, is 
2w Paid of making business insurance payable, the best plan Tt is accomplished "by 
797,698. because it eliminates all objections tO | the yse of an assignment form which 
ses the other plans, although it requires a little | reserves control of the policy «in the 
562,951. more detail at the time the policy con- proper party until maturity as a death 
ry and tracts are issued. This is the form to | ¢jaim” 
‘he new use where the insurance is to be written ‘ 
Of the on an income basis. The procedure is | § 
h $153,- to first make the policy payable to the 
xt with co-partner, if he survive the insured, 
quite a otherwise to the estate of the insured, 
d place, thus making any transfer subject to y NI lat IF 
613,490. the signature of both partners. The L 
705,247. policy is then assigned to the wife and 
s $118,- children, either in a lump sum or under 
‘he rate the various income options, in which INSURANCE COMPAN 
vas 5.24 assignment control of the policy is re- 
bas served to the two partners jointly —_ 
yed in- maturity of the policy as a death claim. 
n mort- The partners have complete control of DES MOINES, IOWA 
farms the contract until the death of either, 
/PProx!- the family of the deceased receives the 
arm in- proceeds as insurance and the members 
are thus free in all but a very few’ states 
from taxation by the state, and the sur- 
, viving partner has the burden of enforc- POLICIES FOR 
rs_busi- ing the supplemental agreement.” 
increase 
geet | __ setemene Pine Dette EACH MEMBER 
- The The following, said Mr. Adam, are the 
16 per- plans most frequently used in corpora- OF THE FAMIL y 
179, in- tion insurance: . . 
e 45.20, “‘Policy payable to the corporation. 
ent in- Where the purpose of the insurance is 
policy- to purchase the shares of a deceased 2 ? 
a very a — oe corporation has Every man, woman and child is 
under the laws of the state of incorpora- ° 
tion the right to purchase its own stock, a prospect for Royal Union 
the policy may be made payable directly service. 
—_— to the ——— — — = = 
, a escrow agent of the certificates of stock. ° 2 a 
force 15 “Where the laws of the state of in- Our salesmen, placing policies 
000, et TE corporation prohibit a corporation from with the youngsters between 
: purchasing shares of its own _ stock, 
re $11, which I understand is so in Ohio, it ages one day old up to ten, are 
a4 a aot be useless to have the — ee finding their respective com- 
- able in this manner where such is the sa: 0 
percent TE purpose of insurance. munities 100% prospect fields. 
—_s gue Asante Royal Union children contracts 
PP naming a cocperation as bane go into full benefit automatic- 
ciary of such a policy, there is another . ’ 
. Fran- Possible objection. If the policy is made ally at age 5 with Waiver of 
ar. Its —_ in this manner _— sarpete Premium benefit on the life of 
$1,456,- ion fails to purchase all the shares o 
holders the deonel, stockholder, 4 br the father! 
‘t earn- representatives continue as stockholders 
nt $60, and on redistribution would receive a Royal Union Life Building 
holders Share of the stock which had been pur- Cor. Seventh and Grand Ave., 
The net chased by the corporation. In order for Des Moines, Iowa 
1. The the surviving stockholders to receive the 
ount to entire benefit from the insurance pro- y 
ne was ceeds in such event, the policy should 
life im be made payable to a trust company. 
000, in- . ““Policy payable to a trustee.’ This 
or bus 1s a good plan to use where the corpora- =_ 
This 5 tion by the laws of the state of incor- 
2 years Poration is prohibited from purchasing 
making shares of its own stock, where the = 
viving stockholders wish to receive the 
entire benefit from the insurance pro- DES MOINES, IOWA 
— — Mae where all the stockholders 
tS & ish the polici nd_ certificates 
nce im Stock to oe ad he neat - way as to A. Cc. TUCKER, President 
1, cap afford great flexibility in the use of 
) their policies and certificates of stock 
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For the Man of 
Ambition 


You have met him—often. 


He’s the young fellow who knows success is 
around the corner and keeps plugging to 


overtake tt. 


Tell him about the 
Modified Life in- 
surance policy, 
with change of 
rate at the end of 


five years. 


A man of 25 thus may 
acquire protection of 
$5,000 with acciden- 
tal death and disabil- 
ity income provisions 


at a premium 


of only 


$68.35 a year—con- 
siderably less than 


the regular 


Whole 


Life premium for 
coverage of this 


amount. 
of five years, 


At the end 


he be- 


gins paying $119.85 


annually. 


This is the Young Man’s Policy! 


Che 





Home Offfice - 


Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Newark, New Jersey 








SAUNDERS PRESIDENT AND 
ALSO CHAIRMAN OF BOARD 





DUAL ROLE WITH ATLANTIC 





Dr. F. P. Righter, Medical Director, 
Made Vice-President of Richmond 
Company—Six New Directors 





RICHMOND, VA., Feb. 16.—In ad- 
dition to being reelected president of 
the Atlantic Life at the annual meeting 
of that company last week, Edmund A. 
Saunders was also chosen chairman of 
the board, replacing Edmund Strudwick, 
who recently sold out his interests in 
the company to a group of Richmond 
business men now in control of it. Ed- 
mund Strudwick, Jr., also retired from 
the office of vice-president. This office 
is left unfilled. 

Dr. Frank P. Righter was made a 
vice-president in addition to his post as 
medical director, which he has held 
since 1915. He came to the Atlantic in 





EDMUND A. SAUNDERS 


that year from the Pittsburgh Life & 
Trust, where he was assistant medical 
director. 

Six new directors were elected. They 
are: Oliver J. Sands, president American 
National Bank, Richmond; Walter Scott, 
vice-president Virginia Trust Company, 
Richmond; Coleman Wortham of Dav- 
enport & Co., Richmond; Morton G. 
Thalhimer, president Morton G. Thal- 
himer, Inc., real estate firm, Richmond; 
Herbert H. Harris, president Harris- 
Woodson Company, Lynchburg; W. C. 
Woodard, general agent for the Atlantic 
Life at Rocky Mount, N. C 

Andrew D. Christian, hitherto coun- 
sel for the company, was elected general 
‘firm of 


counsel, succeeding the legal 
Hunton, Munford, Williams & Ander- 
son, 


which had long represented the 
company in that capacity. A. : 
Parker succeeds Mr. Christian as coun- 
sel. 


Federal Life Election 


Isaac Miller Hamilton was elected 
president of the Federal Life of Chicago 
ior the 29th successive year at the an- 
nual meeting of the stockholders and 
directors held late last week. O. Stein- 
kemper, who has been manager of the 
newspaper division of the company, was 
elected vice-president and manager. of 
the division. George Barmore, vice- 
president, was elected to the board of 
directors to fill the vacancy created by 
the death of N. S. Cutwright, who had 
been a director for several years. 

At the close of 1927 here the company 
passed the $100,000,000 of paid for busi- 
ness mark. Accident and health premium 
income of $3,195,000 was reported at 
the meeting. A regular quarterly divi- 
dend of 2% percent was declared. 

The progress of the company in the 
past year was recounted at the meeting, 
and all present expressed gratification 
with the showing. 





C. J. McCARY RESIGNS 
PENN MUTUAL LIFE POST 


HEALTH FORCES RETIREMENT 





Chicago General Agent of Company Is 
Old Timer in Business—Is Nation- 
ally Known 





Because of ill health, Clyde J. McCary 
will resign March 15 as a Chicago gen- 
eral agent of the Penn Mutual Life, after 
serving the company continuously for 
34% years. He is head of C. J. McCary 
& Co. His associate in the general 
agency is M, E, Randolph, who has been 
a Penn Mutual representative 36% years. 
Mr. McCary, who is one of the veteran 
life managers of Chicago, has been in 
poor health for some time. He and 
Mrs. McCary will go to southern Texas 
as soon as his affairs in Chicago can be 
terminated. 

Mr. McCary began his 
career at Birmingham, Ala., with the 
Equitable Life of New York. After 
serving as an agent for some years he 
was made the company’s general agent 
for northern Alabama. Later he was 
given the entire state. Altogether he 
served the company about 10 years. 

Early in 1893 he went to Chicago as 
general agent for the Provident Savings 
Life. Later in the same year he joined 
the Penn Mutual’s then general agent, 
Calvin S. Smith, as associate general 
agent. He was admited to the agency as 
a partner in 1902. 


insurance 


RALPH G. ENGELSMAN IS 
AUTHOR OF SALES BOOK 





“Making Sales Contacts” is the title 
of a new life insurance publication by 
Ralph G. Engelsman, $1,000,000 pro- 
ducer, special lecturer in the life insur- 
ance training course of New York Uni- 
versity, and recently appointed New 
York general agent of the Penn Mutual 
Life. The book is issued by Harper & 
Bros., and is in Harper’s Life Insurance 
Library. The book describes in detail 
methods Mr. Engelsman has found suc- 
cessful in making and following up sales 
contacts. 

The book is a very handy size, is laid 
out in 10 chapters, is very legibly printed 
and is profusely illustrated with cartoon 
reprints, reproductions of policy forms 
and reproductions of letters and other 
sales literature. In the concluding chap- 
ter Mr. Engelsman says: 

“The writer’s purpose in the main 
has been to show the general reaction of 
average people to familiar situations. He 
does not believe that selling can be 
done by rule. However, he feels that, 
with the proper equipment of fact and 
method, the agent can so master the 
situation that he controls the interview 
instead of following the chance sugges- 
tions of the prospect.” 

“Making Sales Contacts” is for sale 
by The National Underwriter Company. 
The price is $2. 


J. B. McCutchan Files Suit 


Suit for $216,450 alleged due him for 
assistance in purchase of control of the 
International Life consummated last 
September was filed in circuit court here 
late Tuesday by J. B. McCutchan against 
Roy C. Toombs and T. J. and B. O. Mc- 
Reynolds, officers and directors of the 
company. Petition states defendant pur- 
chased 23,000 of 37,000 shares of the life 
company through the International 
Company of St. Louis for $3,110,000. 

Mr. McCutchan claims he advanced 
$25,000 required for option on stock in 
November, 1926, and was promised 
$200,000 additional for assistance but has 
been paid only $8,550. 

T. J. McReynolds, vice-president of 
the life company, said Mr. McCutchan 
has no valid claim but declined to dis- 
cuss the suit at length. 
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1928 WITH AN INCREASE 


ORGANIZE NEW HONOR CLUB 





Over 500 Applications Written During 
First Six Weeks of 
the Year 





An increase of 64 percent in Bankers 
Life of Iowa policyholder applications 
in the first six weeks of 1928 was ac- 
complished by 55 percent more sales- 
men than wrote conservation applica- 
tions in the same period of 1927. In 
the first six weeks of last year, 308 
Bankers Life salesmen wrote 315 ap- 
plications for insurance on the lives of 
policyholders. During the correspond- 
ing weeks of this year, 517 applications 
have been written by 478 salesmen. 

Four leaders of the Bankers Life field 
force had passed the $100,000 mark in 
personal production on Jan. 31, 1928. W. 
H. Fick of the Chicago agency was 
high with $146,720; C. C. Thompson of 
the Indianapolis agency folowed with 
$106,000. F. G. Shurtleff, a member of 
the Tulsa, Okla., agency, was third with 
$104,000, and Agency Manager G. C. 
Woods of Nashville, was the last man 
of the leading quartet with $100,500. 

The Bankers Life has organized a 
new honor club to be known as the 
“Fieldmen’s Conservation Club” and to 
have high conservation records as its 
aim. Eligibility for the new club re- 
quires the salesman to have not less 
than $200,000 of insurance, written dur- 
ing the past year, in force. Qualification 
depends on an annual production of 
$200,000 and the maintenance of a high 
renewal ratio. Full recognition in the 
club requires three year qualification. 
Approximately 250 of the company’s 
salesmen are eligible for membership in 
the new club’s first year of existence. 
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TALLMAN PRESIDENT 


OF GREAT WESTERN | 


HAS MADE A FINE RECORD 





George C. Martin Has Been Elected | 


Superintendent of Agents of 
the Iowa Company 





DES MOINES, IOWA, Feb. 15.—At 
a meeting of the directorate of the 
Great Western Insurance Company, W. 
G. Tallman was chosen president of 
the company to succeed Henry B. Haw- 
ley. deceased. George C. Martin, field 
supervisor of the life department, was 
elected superintendent of agents to fill 
the vacancy created by the promotion 
of President Tallman. 

Mr. Tallman, who is 54 years old, has 
been with the company 21 years. He 
was born and reared on a farm near 
Kingsley, Iowa. He was born in 1874. 
When grown, he moved to Nebraska 
where he traveled for a harvester com- 


pany. Following this he spent a year 
in Utah in building and loan work. His 
insurance career began in 1901 when 


he came to Des Moines as secretary 
of the National Health & Accident. He 
was with this company five years when 
in 1906 the firm was merged with the 
Great Western. 

In the consolidation, Mr. Tallman 
was told he would be retained if he 
could make a place for himself. As 
the company for which he had been 
secretary had been writing what is 
known as industrial insurance and the 
Great Western up to the time of the 
merger had restricted its writings to 
commercial business, Mr. Tallman made 
a place for himself looking after the 
industrial business that had been taken 
over in the consolidation. Five or six 
vears later, he was elected vice-presi- 
dent and continued to supervise agents, 
a position he had received some two or 





EDITION 


| ALL-STATES LIFE BEING 
ORGANIZED IN ALABAMA 





| OBENSHAIN LEADING FACTOR 





Company Located at Montgomery Has 
Authorized Capital and Surplus 
of $865,000 





The All-States Life is being organized 
in the Shepherd building at Montgom- 
ery, Ala. It has authorized capital of 
$500,000 and surplus $365,000. The 
leading factor is H. E. Obenshain, who 
is president and treasurer. Mr. Oben- 
shain will have the cooperation of the 
Alabama insurance department in his 
enterprise. The department has gone 
over all the organization features and 
has pronounced them correct. Mr. 
Obenshain assisted with the organiza- 
tion of the Shenandoah Life of Roan- 
oke, Va. He organized a large banking 
institution at Petersburg, Va., the Union 
Trust Company at Bristol, Tenn., the 
Mountain Trust Bank of Roanoke, Ft. 


Myers Securities Corporation of Ft. 
Myers, Fla. All these institutions are 
very successful. The organization ex- 


pense for the All-States Life, Mr. Oben- 
shain says, will be light. The work is 
all being done on a salary basis. 








three years before being chosen an of- 
ficer of the company. He continued as 
supervisor of agents’ after the company 
started writing life insurance and until 
his promotion elevated him to the presi- 
dency. 

Mr. Martin, the new agency super- 
intendent, came to Des Moines as field 
supervisor last year, from southern Cali- 
fornia, where he had been representing 
the company. The position of field su- 
pervisor, which is left vacant by his pro- 
motion, will not be filled for the present. 





RESEARCH BUREAU HAS 
TWO SESSIONS SCHEDULED 





AGENCY PROBLEMS ON SLATE 





One Meeting to Be Held at Kansas City 
in May and One at Hartford 
Third Week in June 





The Life Insurance Sales Research 
Bureau is planning to hold as usual two 
regional meetings for its member com- 
panies during the spring of 1928. The 
first meeting will be in Kansas City on 
May 21-23; the second will be in Hart- 
ford on June 11-13, 

These meetings are designed to con- 
sider in detail some of the problems 
facing the agency executives of the 
member companies of the bureau. They 
are not conventions and there are no 
prepared speeches. The custom origi- 
nated two years ago when one meeting 
was held in New York and another at 
St. Louis. In 1927 the eastern meeting 
was at Toronto and the western meet- 
ing was again in St. Louis. 

The first day of each meeting is de- 
signed to give those men who desire to 
play golf an opportunity to meet their 
friends in that way. The business ses- 
sions begin on the second day and last 
through the afternoon of the third day. 

Discussion from the floor is one of the 
features of these meetings. Another im- 
portant feature is the fact that the east- 
ern meeting is attended largely by the 
older companies in the United States 
and Canada, whereas the Kansas City 
meeting will be attended by the younger 
companies. In this way the problems 
peculiar to each group of companies are 
discussed in greater detail than would 
otherwise be possible. The usual at- 
tendance at each of these meetings is 
less than 100. The topics discussed are 
those in which the bureau has made 
some study of the agency problems. 
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The Progressive Trend 
..Of.. 


as shown by brief comparisons of the 1926 and 1927 


$ 17,248,131 
13% Increase 


$ 1,455,917 
16% Increase 


$ 4,329,137 
15% Increase 


$145,585,288 
10% Increase 


$33,676,872 


9% Increase 


The Company has in assets over $1.09 for each dol- 
lar of liabilities—an unusual margin of security. 


The Minnesota Mutual Life Insurance Company 


as shown by “Sales Aids” available for Field Repre- 


sentatives now 





For the Agent 








For the Agent 











For the Agent 








For General Agents 








For General Agents 











Write— 


The Minnesota Mutual Life Insurance Company 


Saint Paul, Minn. 


An exceptionally complete and 
up-to-date Rate Book. 


A wide variety of Policy Con- 
tracts to fit every need. 


A Sales Manual of Working 
Plans on Salary Continuance, 
Educational Plans, Retirement 
Income Bond, etc. 


The most definite aids for se- 
lection, education, training and 
supervision of any Company in 
the United States. 


Openings at Toledo, Ohio, 
Wheeling, W. Va., El Paso, 
Texas, Portland, Oregon, and 
other desirable cities. 
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GET ON THE 
Union Central Band Wagon 


WITH 


The DARBY A. DAY 
Agency Corporation 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 


WE HAVE 


entitled. 


Plant in the world. 





| this great City of Chicago. 


WE WANT 


(MEN. 
MORE MEN. 
SALESMEN. 


success. 


a year. 


W 
ih foe een 
N 
T 





AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 


Come in and see us in our new home 


or 


Communicate with 


Darby A. Day 


Manager 


23rd Floor Bankers Building 


Telephone STAte 5203 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 


(The largest and most completely equipped Agency 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


H jAn organization second to none, fully equipped to 
render you all the assistance you may need: Inspira- 
A tion, Sales Suggestions, Ammunition, Illustrations— 


or what have you? We have “IT!” 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 


MEN who have made a success but want greater 
MEN who have sold Life Insurance but who want to 
+ sell BIGGER and BETTER Life Insurance. 

MEN who have never sold Life Insurance, but who 


MEN who are capable of earning from $6,000 to $50,000 


TWO-FISTED MEN who would like to be with a 
(TWO-FISTED ORGANIZATION. 














URGE LIBERALIZATION 
OF GOVERNMENT POLICIES 


COMPANY MEN GIVE OPINIONS 





Hearing of World War Veterans’ Insur- 
ance Bills Brings Many Sugges- 
tions for Operation 





WASHINGTON, D. C., Feb. 16.— 
Liberalization of regulations of life in- 
surance policies offered veterans of the 
World War by the government was 
urged before a sub-committee of the 
House veterans’ committee by represen- 
tatives of leading life companies. Offi- 
cials of the companies appeared before 
the sub-committee at the request of 
Representative Perkins of New Jersey, 
chairman, to declare their belief that 
the government insurance policies 
should carry every privilege offered by 
commercial insurance and should be 
made available at even lower rates. 

The hearings were on bills introduced 
by Representative Johnson of South 
Dakota, designed to permit veterans 
whose policies have lapsed to restore 
their insurance, 


Advocate Increased Payment 


Total disability payments made on 
veterans’ policies should be absorbed by 
the government, and the rate of pay- 
ment should be increased from the pres- 
ent figure of $5.75 per $1,000 of insur- 
ance to $10 per $1,000 monthly to bring 
it in line with the rate offered by the 
companies, it was declared by William 
MacFarlane, actuary of the New York 
Life, who, as an actuary of the War 
Risk Insurance Bureau, drafted the 
present government policies. 

Liberalization of the policies was rec- 
ommended by John K. Gore, first vice- 
president of the Prudential, who also 
suggested that a more personal tone be 
injected into the federal insurance busi- 
ness to offset the present belief among 
the service men that the Veterans’ Bu- 
reau is tied up in red tape. 


More Flexibility Needed 


Authority to make such changes in 
regulations as may become necessary 
without the necessity of Congressional 
action should be vested in the director 
of the Veterans’ Bureau, it was pointed 
out by J. D. Craig, actuary for the Met- 
ropolitan Life. This would give him a 
position similar to that of the manage- 
ment of an insurance company and pro- 
vide a flexibility of operation which is 
badly needed. 

The views of the American Legion 
and suggestions for changes in the poli- 
cies, most of which would not cost the 
government anything, were placed be- 
fore the sub-committee by Clarence K. 
Hammett, Trenton, N. J., agent for the 
Massachusetts Mutual Life. Represen- 
tatives of the fraternals also appeared 
before the committee to discuss their 
methods of doing business. 


Maryland Life Appointments 


The Maryland Life announces the ap- 
pointment of George M. Nettleship of 
Washington, D. C., as a field super- 
visor. Mr. Nettleship has been in the 
life insurance business for a number of 
years and has just recently returned from 
the west coast, where he represented the 
Peoples Life of Frankfort. ; 

P. M. Wimberly has been named gen- 
eral agent at Salisbury, N. C. Mr. 
Wimberly has also been in the insur- 
ance business for a number of years and 
is a well informed life insurance man. 


Raub Addresses Actuaries 


At the last meeting of the Indianapolis 
Actuarial Club, Edward B. Raub of the 
Indianapolis Life spoke on “Problems 


| Relating to Investments of Life Insur- 


ance Companies.” Mr. Raub’s remarks 
were followed by a general round-table 
discussion, which aroused considerable 
interest and which cast several new 
lights on this vital topic. 








OHIO STATE LIFE HOLDS 
ANNUAL AGENCY ASSEMBLY 





BOYENTON WELCOMES AGENTS 
President John M. Sarver Presents 
Award to High Producers of 
Honor Clubs 





COLUMBUS, O., Feb. 16.—With rep- 
resentatives of the company from up- 
wards of a dozen states in attendance, 
the Chio State Life held its annual 
agency assembly this week. Following 
a luncheon Wednesday, the managers of 
the company agencies assembled and 
were welcomed by Superintendent of 
Agencies W. Scott Boyenton. Mansur 
B. Oakes of Indianapolis gave a talk on 
“Securing Agents,” and a discussion fol- 
lowed, which was led by Manager T. S. 
Holcomb of Charleston, W. Va., and L. 
A. High of Columbus. Mr. Oakes then 
gave a talk on “Training Agents” and 
his address was discussed by Manager 
Oscar N. Young of the Lima agency and 
Miletus Garner, manager of the Youngs- 
town branch. A managers’ dinner was 
held in the evening. Manager George 
Hayden of Newark and Manager J. Al- 
bert McAfee of Toledo were the speak- 
ers at the evening gathering, production 
being their theme. 


Discuss Sales Contests 


The managers met again Thursday 
morning, when Mr. Oakes talked on 
“Monday Morning Meetings” and Man- 
agers Carl Adams of Cleveland and A. 
E. Demilio of Pittsburgh gave talks. 
“Sales Contests” was the subject of a 
free-for-all discussion. 

Following the managers’ luncheon, the 
Thursday afternoon session was taken 
over by agents. Henry Stevens of To- 
ledo, president of the $200,000 Club, pre- 
sided. The $200,000 and the $100,000 
clubs were organized and the members 
were presented with watches and pins 
or fobs by President John M. Sarver. 
Mr. Oakes talked on “Life Insurance, 
the Hope Chest of the Nation,” and 
Harry Collins Spillman of New York 
spoke on “Personality as Basic Factor 
in Selling Life Insurance.” The agents’ 
dinner followed. 


Many Speeches on Friday 


On Friday morning, Manager D. F. 
Shafer of Mansfield and Supervisor of 
Agencies L. J. Davis of Columbus will 
discuss “The First Essential;” Ralph E. 
Hart, a representative of the company, 
from Conneaut, O., will talk on “Dia- 
monds in the Rough.” “At the Gates 
of the Market Place” will be the theme 
of another talk by Mr. Spillman. 

On Friday afternoon Rev. Dr. R. E. 
Tulloss of Springfield. O., president 0! 
Wittenberg College, will give an address 
on “The Relation of Life Insurance to 
Education.” General Agent Paul 
Motter of Ada, and General Agent 
W. H. Hecht of Celina, will speak on 
“Service to Policyholders.” Business in- 
surance is to be the general subject 0! 
talks by General Agent E. M. Manker ot 
Columbus and Manager G. E. Shinkle 
of Huntington, W. Va. “Family Groups 
are to be discussed by District Manager 
C. W. Halfhill of Mercer and. Mr 


Stevens. 


Sectional Meeting in Detroit 


The Bankers Life of Nebraska held its 
final sectional meeting of 1928 in De- 
troit, Feb. 9-10. Qualified club mem- 
bers from Illinois, Ohio, Michigan and 
Pennsylvania attended. The meeting 
was conducted by A. B. Olson. super 
visor. Talks were given by F. M. Sat 
ders. secretary of the company, and Dr. 
A. R. Mitchell, medical director. The 
main address at the banquet was g've" 
by C. Petrus Peterson general counse 
of the company, on “Personality. 
was decided that newly appointed agents 
in the future would be given a thee 
weeks training at the home office sche 
‘before selling life insurance in the fielé 
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If fire came to your 
today—would your 
records survive? 


HE most serious loss caused by fire in ' 
nearly every instance is the loss of records. 


Physical property is generally insured. 


If your records are destroyed, what is there 
to start from, what is there to work from in 
getting started again? 


There have been too many directors’ meet- 
ings held in the blackened ruins of burned 
buildings, trying to find just where things stand. 


Don’t let this happen to you! 


A GF Allsteel Safe is the best protection you 
can provide for your records—the nerves of 
your business.— And in addition to the fire 
protection, there is the added advantage 
of being able to place your safe at the point 
of use, just as you would a desk—and a GF 
Allsteel Safe is as movable as a desk. 

THE GENERAL FIREPROOFING COMPANY 

Youngstown, Ohio - Canadian Plant: Toronto 


Branches and Dealers in all Principal Cities 


The GF Allsteel Line: Safes - Filing Cabinets - Sectional 
ases * ske + Tables + Shelving + Transfer 
Cases + Storage Cabi -D Files - Supplies 











== Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY, Youngstown, Ohio 
A of R 














Please send me at once your booklet “Safeguarding Vital R 
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SIX COMPANIES REFUSE 
PUBLIC LIFE’S BUSINESS 


WILL NOT REINSURE COMPANY 





Director of Trade and Commerce of 
Illinois Believes Liquidation 
Is Next Move 





Three companies—the Metropolitan 
Life, the Western & Southern Life, and 
the Washington Fidelity National—act- 
ing individually and a group of three 
companies—Illinois Life, National Life 
U. S. A. and Federal Life—acting in 
concert have refused to reinsure the 
business of the Public Life of Chicago. 


This information has been issued by H. | 


U. Bailey, director of trade and com- 
merce of Illinois. 

The three companies which have acted 
jointly have signed a letter in which 
they say that in their opinion the inter- 
ests of the policyholders of the Public 
Life will be best served if the Public is 
liquidated and the reserves are returned 
to policyholders. 

Mr. Bailey reports that he has rein- 
surance proposals from a number of 
small companies with reserves from 
$40,000 to $60,000 to take the business 
of the Public, but that he considers the 
reserves inadequate. The offer of none 
of the small companies has been found 
acceptable. In the opinion of Mr. Bailey, 
the only thing for the department to do 
is to liquidate the company. 


Midland Mutual Men’s Record 


Jesse M. Lust, general agent at Tiffin, 
O., was the leading personal producer 
for the Midland Mutual Life for 1927. 
Mr. Lust has been general agent of the 
Midland Mutual for nine years. He has 
a record of maintaining a very low lapse 
ratio. He was formerly a high school 
teacher. 

The Midland Mutual started an App- 
A-Week Club in December, 1924. It 
has three agents who have remained on 
the club since the first week. They have 
now produced an application or more 
each week for 165 weeks: B. Al- 
dridge, Cleveland; S. L. Yochum, Cam- 
den, and E. C. Willyoung, Springfield, 
O. W. T. Trump, general agent at Day- 
ton was also in this class until recently 
when it was necessary for thhim to under- 
go an operation for goiter. Among 
those who have been on the App-A- 
Week Club for 100 weeks or more are 
the following: P. A. Swint, Toledo; R. 
T. Wood, Akron, 111 weeks each; Miss 
Hazel A. Tertch, Toledo, 110 weeks; 
Hanford Bergman, general agent at To- 
ledo, 109 weeks; C. E. Duke, Spring- 
field, Ill., 105 weeks. : 


Increasing News Service 


Frank W. Bland, the new Pacific 
coast manager of THe Nationa, Un- 
DERWRITER, has now arrived on the scene 
and is taking his first trip visiting in- 
surance men in his territory. He has 
established quarters at 105 Montgomery 
street, San Francisco. Mr. Bland will 
devote considerable of his attention to 
work in the field. Miss A. V. Bowyer 
of San Francisco, who is the news cor- 
respondent of THe NationaL UNDER- 
WRITER in that city, and who is well 
known to insurance’ men, will continue 
in her present position. THe NATIONAL 
UNDERWRITER is greatly increasing its 
Pacific coast news department, to which 
Miss Bowyer is ably contributing. 


Insurance Institute Examinations 

Examinations of the Insurance Insti- 
tute of America will begin April 16. 
Tests in the casualty, fire, life, marine 
and surety branches will be held in the 
following cities: Atlanta, Baltimore, 
Charleston, W. Va., Chicago, Dubuque, 
Glens Falls, Gloversville, Manchester, 
N. H., New York, Newark, New Haven, 
Philadelphia, Pittsburgh, Rockford, San 
Francisco, Seattle, Springfield, Mass., 
Washington, D. C., Watertown, N. Y., 
and Winnipeg, Can. 








LINCOLN NATIONAL 
IN EASTERN MEETING 





HAD ITS SECTIONAL RALLY 





Home Office People Were Present at 
the Conference Held This Week 
in Newark 





NEWARK, N. J., Feb. 15.—The sec- 
tional convention of the Lincoln Na- 
tional Life was held here with 75 agents 
and general agents present representing 
North Carolina, West Virginia, Penn- 
sylvania, Maryland and New Jersey. 
The general agency of H. C. Lawrence 
& Co. in Newark acted as host. 

The following home office officials 
were present: Vice-President Walter T. 
Shepard, Superintendent of Agents A. L. 
Dern, Assistant Superintendents of 
Agents R. N. Rafferty for eastern ter- 
ritory, Verlin J. Harrold for mid-west- 
ern territory, F. W. Gale for Pacific 
territory, Medical Director W. E. 
Thornton and Chief Accountant J. J. 
Klingsberger of the home office. At the 
banquet Vice-President Walter T. Shep- 
ard presided and presented the awards 
to the members of the various clubs. 
Dr. Henry Gaines Hawn, dean of the 
Hawn School of Speech and professor 
of English at the New York University, 
and a nationally known speaker for the 
National Chamber of Commerce, who 
broadcasts regularly over radio station 
WNYC, employed by the City of New 
York, was the speaker. 


JOHN HANCOCK MUTUAL 
OPENS NEW AUDITORIUM 





BOSTON, Feb. 16—The John Han- 
cock Mutual Life opened its new audi- 
torium, adjoining the home office build- 
ing in Boston, by holding in it the 
annual policyholders’ meeting Monday 
noon. As Walton L. Crocker, the presi- 
dent, stated, this was a fitting way to 
first use this new structure. The audi- 
torium, which seats nearly 2,000, is a 
beautiful and simple edifice, which will 
be utilized for company gatherings and 
also rented for suitable public events. 
There is a large organ in it, the piping 
entirely hidden in the fresco. 


Missing Man Not Legally Dead 


Although a jury in the circuit court 
at Princeton, Ind., décided that Roy R. 
Guenther, former general manager 0! 
the Lace Curtain Manufacturing Com- 
pany of Evansville, is legally alive, Lil- 
lian Guenther, his former wife, is con- 
tinuing her fight to collect $16,000 from 
the Sun Life and Cleveland Life. 

Guenther mysteriously disappeared 
from Evansville in 1917, shortly after 
his manufacturing company had been 
placed in the hands of a receiver. The 
last that Mrs. Guenther heard from her 
husband, she testified, was in May, 1917. 
Guenther’s travels through Iowa, IIl- 
nois and Michigan were traced by the 
attorneys for the defense, bringing him 
down to December, 1925. 


“Old Ironsides” Painting Shown 


The original painting of “Old Iron- 
sides” by Gordon Grant, the property ° 
the United States Navy and valued a 
$10,000, graced the platform of the Joh" 


Hancock Mutual Life auditorium at the | 


annual agency convention in Boston this 
week. The beautiful painting was loan¢ 
to the company for exhibit by the navy 
because of the company’s efforts in aie 
ing the campaign for funds for the re 
habilitation of “Old Ironsides,” which 


is in the Boston navy yard. The agency J 


forces of the John Hancock sold 13,2 
of the painting’s reproductions and the 
company circulated 600,000 booklets 0° 
the old ship during the recent drive for 
funds. 
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MORE AGENTS QUALIFY 
THAN IN OTHER YEARS 


HONOR CLUB MEN CONVENE 





Lincoln National Life’s High Producers 
Gather at Detroit at Success- 
ful Convention 





The members of the honor clubs of 
the Lincoln National Life in the central 
west had the largest and most success- 
ial convention in their history last week 
at Detroit. 

Vice-President Walter T. Shepard, the 
active head of the Lincoln Life agency 
organization, says that more men have 
qualified for the convention trip as 
guests of the company by their produc- 
tion records than ever before. Ap- 
proximately 150 were in attendance. 

The program covered a wide range in- 
cluding conservation of the health of 
the man at 40, practical plans for de- 
veloping personal efficiency, the problem 
of lapsation, locating logical prospects, 
a pepper box, or rapid fire question 
stunt, and many others. In addition 
there were numerous’ entertainment 
features, including a theatre party and 
banquet. At the banquet one of De- 
troit’s most stimulating speakers, Dr. 
James Thomas, kept the whole assembly 
chuckling between vows toward knuck- 
ling down to business. 


Recognize Club Members 


At this banquet, recognition was given 
to Lincoln’s famous “Minute Men,” the 
men who do a year’s work in four 
months at the call for a strong finish. 
Other honor club members, “Emanci- 
pators,” “Circuit Riders,” “Railsplitters,” 
long term members of the consecutive 
weekly production club and “Helping 
Handers,” were enthusiastically ap- 
plauded. 

During the convention addresses were 
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FIGURES FROM DECEMBER 31, 1927 STATEMENTS 


LIFE COMPANIES 
































New Ins. in GaininiIns. Prem. Total I'd. Policy- Total, 
. vo nae Surplus Bus. 1927 ah € in Force Income Income holders Disburs. 

$ & 
Bk. N. L., Fi. 341,93 100,000 40,014 3,356,987 5,523,940 1,790,227 256,103 274,678 57,253 194.533 
| Cen. St. L... ,607,835 400,000 211,567 18,242,910 91,411,501 2,828,501 2,520,855 875,987 863,461 2,804,504 
Con, Gen, L.. ,846,677 2,000,000 6,210,326 222,043,435 940,725,117 90,921,300 23,975,204 1,886,408 9,700,282 18,412,129 
Con. Mut. L.. WEGEEe seeese 7,640,568 114,429,00 743,051,467 69.199.686 i 0608 Atcede “peasme 
Cons., W. Va. 1,962,649 325,000 314,086 9,811,060 38,696,494 2,477,747 1,147,195 1,419,859 434,588 908,382 
Far. & Tr., L. 3,047,875 300,000 137,191 5,290, 26,712,678 2,086,769 772,200 911,127 162,522 414,276 
Gt. Nor. ce »441,917 250,000 204,836 6, 31,536,916 2,897,340 771,227 2,557,031 264,031 2,137,461 
Ind. L&H, Ga. By 418 260,000 161,830 31,6 26,985,293 13,672,158 3,419,017 3,457,584 1,477,509 3,313,870 
Life of Va. 56,237,989 3,000,000 5,686,531 67, 333,180,868 20,442,264 11,421,646 14,547,040 4,112,136 9,853,083 
La. State L. *1'867. 360 250,000 100,602 21,114,352 a?  pneeee-~ teetnee’! § éanene.  oeencs 
Man. M., Ka 357,348 oenheer 5, 710, 699 RK 188,048 38,889 102,960 
Metro, Lite. -2,388,647,636 ...... 2,929 651,068,588 233,623,359 383,100,909 
Mid West. L De scenes — ° - <£acee °°  * ee eT eee | OS Oi a - ~pnwne 
Montana L.. rs 399,561 500,000 5 2,273,961 698.636 1,407,360 
No. St. L.,Ind. 4,103,564 200,000 7, 1,170,229 $16,867 641,956 
Prov. Mut... 204, 160, 394 secees 1,351 113,708,691 |= 858,428,295 651,539,961 30,413,732 «...... Uf Bere 
Secu. Mut. L. 4,5 57, 4,308,448 1,656,062 3,121,039 
Un. Nat. L... 262,850 68, 78, r 37, as. © sbenee 67,227 
W. Coast L. 500,000 787,701 20,368,267 103,619,970 4,504,349 3,684,720 5,073,535 1,814,725 $3,625,575 
W. & So. L 5,000,000 3,707,388 313,217,843 671,306,061 165,802,975 22,849,776 31,633,749 6,412,232 18,336,804 
Wis. Nat'l L. 400,000 367,603 6,619,119 36,290,421 2,596,524 989,564 1'927'323 270,871 677.839 

*Issued Revived and Increased. 

made by Dr. W. T. Thornton, medical ; court at Lincoln, Neb., overruled the } began the acceptance of ministers other 


director, by Manager of Agencies A. L. 
Dern, by Superintendents of Agencies 
Verlin Harrold and Rex Rafferty, by 
Assistant Superintendent of Agencies 
Fred Gale, and by J. Wade Bailey, Lin- 
coln National’s largest personal pro- 
ducer in 1927. 

Plans were announced for various new 





services to fieldmen for a program of 
aggressive building in the coming year, 
and for development of individual ability 
of the agent. 


| the department 


Globe Life Loses First Round 


The Globe Life of Omaha lost the 
first round of the legal battle begun by 
a small group of members of the Wood- 
men of the World to prevent the use 
of funds of the order to finance the op- 
erations of the legal reserve life com- | 
pany. Judge Shepherd of the district | 


| tions are in some cases the same. 


objections to the jurisdiction of the court 
and ordered it set for trial on its merits. 
The defendant wanted the case tried 
in Douglas county, where its home office 
is located. , 

The petitioners claim that the Ne- 
braska department permitted the Globe 
Life to deposit $100,000 of securities 
listed as the property of the Woodmen 
of the World as securities required by 
the law to back up contracts of the 
Globe Life, and also ask an order on 
that would have the 
effect of barring the Globe from Ne- 
braska. The Globe Life has the same 
officers as the Woodmen of the World, 
and soliciting forces for both organiza- 





Becomes Ministers Mutual Life 


Last June the Methodist Ministers 
Relief, Insurance & Trust Association | 


| being done by 


than those of Methodist faith. In line 
with this practice preparations are under 
way to change the name of the asso- 
ciation to Ministers Mutual Life. This 
change will become effective March 1. 

Fifty years ago a small band clubbed 
together for the purpose of protecting 


| the families that would be left behind. 
| Those were the daye when a $1,000 a 


year “preacher” was a big man. The 
$1,000 represented the salary he was 
supposed to receive but his actual in- 
come up to that amount depended upon 
the collection plate. An assessment so- 
ciety solved the savings problem for 32 
years. Then in 1910 a reorganization 
was made and the American 3 percent 


| full level premium reserve was adopted. 


No agents are employed, all business 
mail. Although small, 
about $2,500,000 insurance in force, this 
company has been a blessing to many. 








Helena 


ADMITTED ASSETS 





Surplus to Policyholders, $1,165,176.30 
Insurance in force, Dec. 31, 1927, $49,026,224.00 


H. R. Cunningham, President 





Montana Life Insurance Company 


Enduring as the Mountains 


ASSETS 

Home Office Building ............2+-+.-eeeeeee $ 245,516.22 
Other Real Hetate.. ...cccccccccscscccccevcscece 344,469.40 
Real Estate Loans. ....c.ccccccccccccccccccsces 1,430,622.90 
Liberty Bonds and United States Certificates of 

PEGS 6 cc ccccncccvesscnessccessccens 206,000.00 
State, County, School District and City Bonds and 

PED cad cid@ancdnvaccdsseevesssedeeene 1,046,812.38 
Other Approved Bonds.............2e+eeeeeeees 3,066,000.00 
Pe ED sc ccccneeccesdsccecnceeseeeerdeoedoes 1,668,105.44 
Renewal Premium Notes..............sseeeeeees 21,528.97 
RSE ae er 35,760.25 
Certificates of Deposit (Bonded).............--. 59,731.59 
Outstanding Premiums Within Policy Reserves 

and all other Assets (Net).........-..-++++- 275,013.95 


$8,399,561.10 


Statement at Close of Business, December 31, 1927 


LIABILITIES 
PeMOOT US GU BOB ic ne vcretireriicciscasicccccs $6,749,970.00 
Extra Reserves for Double Indemnity and Total 

DT i cadpekGeekdenbisenueieatiddeliid 203,532.00 
Present Value of Death Claims Payable in Instal- 

 anbdenencdavdssbesceesieuededve cesses 54,958.00 
Reported Claims (Completed proofs not received, 

DE wheadabbdavesbhenndhsdescnscvcceeosees 57,735.64 
Death Claims Due and Unpaid.................. None 
Premiums Paid in Advance.................0.- 18,001.05 
Unearned Interest Paid in Advance.............. 41,291.50 
ee SE BR dcvccccsdeddens-ccecccecéane 8,896.88 
Reserve for Taxes Payable in 1928.............. 50,000.00 
COMEENIGNEY TUSROTOS 6 oc scssccccccscccccccecece 50,000.00 

a Reis BG BPE | 

$7,234,385.07 
PM ci0sdes ebeudeseeeann vdsworancadcer 500,000.00 
Pe a 6500s 00005 0044 Cheese ced ceva cksees 665,176.03 








Montana 
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$8,399,561.10 
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PAN - AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U.S. A. 
Crawford H. Ellis 


President 


E. G. Simmons 
Vice-President and General Manager 


FINANCIAL STATEMENT 
DECEMBER 31, 1927 











ASSETS 

CO ESE eT TT $ 438,354.99 
First Mortgage Loans on Real Estate.... 10,725,716.85 
DE cicbddeeeheveuseienauwaseaneees 3,848,309.31 
Policy Loans and Liens................. 3,143,429.76 
ID a cccdncsscdececsiccsveee 511,011.20 
Cash in Office and Banks................ 606,948.26 
ree ree 315,849.02 
Net Uncollected and Deferred Premiums. 638,699.25 
Due from Other Companies for Death 

Claims on Reinsured Policies.......... 15,000.00 

Miscellaneous Assets ...............-:: 91,662.85 
$ 20,334,981.49 
LIABILITIES 
CID bin ko dc ae de ctcescnseesces $ 17,750,346.92 
Death Claims Due and Unpaid.......... None 
Death Claims Reported; Proofs Not Re- 

ES ES ena eae ee ee ee 140,678.79 
BeOS Gor TMG ou civic ccccccccsseses 91,347.29 
Bills, Accounts, Medical and Inspection 

Fees Due and Accrued... ....cccccceee 8,447.79 
I CRIN osc ccccsscsvesecsses 3,566.29 
Premiums Paid in Advance............. 9,721.73 
Interest Paid in Advance...............- 81,166.88 
Reinsurance Companies’ Reserve Account 64,372.62 
Miscellaneous Liabilities ............... 188,776.87 
Surplus Apportioned for Contingencies. . 4,072.38 
Surplus for Protection of Policyholders 

COG BED oe cc ce sccvccscvcoss 1,992,483.93 

$ 20,334,981.49 
Be Pete Gite o.oo occ ccccsccccssecces $ 1,000,000.00 


Insurance Outstanding (Paid for Basis).. 164,192,054.00 


Total Admitted Assets............ccc00. 20,334,981.49 
Legal Reserve ww. cccccccccccccccccces 17,750,346.92 
Assets in Excess of Liabilities for Protec- 

tion of Policyholders ................ 1,992,483.93 
Total Paid to Policyholders and Benefi- 

ciaries since organization............. 13,231,210.46 
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EQUITABLE ABANDONING 
GENERAL AGENCY PLAN 





APPOINTS ONLY MANAGERS 





Old Contracts Replaced on Termination 
—New System More Costly First Year, 
But Shows Saving Thereafter 





ALBANY, N. Y., Feb. 16.—There is 
much significance attached to the 
agency plans of the Equitable Life of 
New York as outlined in the recently 
filed examination report of the New 
York insurance department. In this 
report the entire organization plans of 
the Equitable are analyzed and, refer- 
ring to the agency organization in par- 
ticular, it is pointed out that the 
Equitable Life is abandoning the gen- 
eral agency system in favor of the sal- 
aried manager system. The develop- 
ment in this direction during the past 
three years, since the previous depart- 
mental report, shows a persistent re- 
placement of the general agents by man- 
agers, upon termination of old contracts. 


No New Contracts 


The Equitable Life of New York is 
not entering into any new general 
agency contracts. As soon as the old 
contracts of this nature expire, either by 
termination or by death, the company 
replaces the officers with salaried man- 
agers and supervisors, putting them on 
the branch office basis. These managers 
are reimbursed on a production basis. 
In just the three year period there has 
been a marked reduction in the number 
of general agencies, and a very notable 
increase in the number of managers and 
supervisors, particularly the latter. It 
is pointed out in the report that the 
new system on which the Equitable is 
operating is proving more costly than 
the old. The compensation to managers 
and supervisors, based upon production 
and on the present scale, represents a 
larger cash outgo than was represented 
in the initial payment to general agents 
in commission. 


Saving Is Expected 


There is a saving, however, in the 
matter of renewal commissions, and it is 
believed that the long time savings on 
renewal commissions will more than 
offset the first year acquisition cost of 
the managerial system, so that ulti- 
mately the managerial system will prove 
more economical than the general 
agency system. Furthermore, the man- 
agerial system fits more closely into the 
program of supervision and training 
which the company has outlined and 
through which the production average 
has been greatly increased in recent 
years. There has been a notable in- 
crease in production per man in the 
Equitable’s agency report in the past 
three years. It is believed that this, tied 
up with more direct supervision, will be 
a permanent increase. 


“° Interest in the Plan 


There is considerable interest in this 
development of agency organization on 
the part of the Equitable Life, as it 
puts one of the largest old line legal 
reserve companies, strictly mutualized, 
on the branch office basis. This tendency 
has been closely watched and much 
feared in many quarters in the past. Many 
believe, however, that the tendency 
as analyzed in the experience of the 
Equitable may prove advantageous to 
those in the field. It is believed that 
the Equitable’s experience indicates a 
greater return per man under the man- 
agerial system, so that the agents in the 
field would profit through the estab- 
lishment of such a plan. With the 


salaried manager, the company has a 
more direct contact with the field and, 
with the salary based on production, 
the manager is given the same impetus 














as that behind the general agent. 





DOMINION COMPANY 
CHOOSES NEW CHIEF 


W. B. TAYLOR HAS RESIGNED 





T. Bradshaw Is New Chief Executive 
of North American Life 
of Canada 





W. B. Taylor has resigned as presi- 
dent of the North American Life of 
Canada and will retire from active par- 
ticipation in the affairs of the company. 
He is succeeded by T. Bradshaw, who 
started with the North American Life in 
1881. He resigned in 1897 to become 
secretary and actuary of the Imperial 
Life, but resigned as general manager 
of that company in 1907. Later he be- 
came finance commissioner of the city of 
Toronto and more recently was general 
manager and vice-president of the Mas- 
sey-Harris Company. 

D. E. Kilgour is the new general 
manager of the company. He has spent 
practically all of his business career 
with the company. Before his appoint- 
ment as general manager he was the 
company’s leading actuary. He has 
taken an active interest in general in- 
surance affairs, serving for a time as 
president of the Canadian Life Insurance 
Officers’ Association. 


New Board Members Named 


Under the reorganization necessitated 
by the retirement of Mr. Taylor, some 
changes in the board of directors was 
made. J. H. Gundy is the new chair- 
man. For some years he has been recog- 
nized as one of the leading investment 
bankers of Canada. He is president of 
the Wood-Gundy Company, vice-presi- 
dent of the Holt, Gundy Company, and 
vice-president of the St. Maurice Valley 
Corporation. He has held a number of 
important posts in the Canadian govern- 
ment. The other new members of the 
board are G. H. A. Montgomery, mem- 
ber of the Montreal law firm of Brown, 
Montgomery & McMichael, and A. J. 
Mitchell, vice-president of the Western 
Canada Flour Mills and the Canadia: 
Northern Prairie Lands Company. 


Travelers Sales Conferences 


Sales conferences will be held in 15 
branch office cities of the Travelers by 
D. J. Bloxham, James ‘H. Eglof and W. 
E. Boyd of the home office staff in 
February, March and April. These will 
start in the middle west and will extend 
to the Pacific Coast, touching as far 
south as Texas and as far north as 
Washington. Mr. Bloxham, Mr. Eglof 
and Mr. Boyd are supervisors of the 
agency field service of the life, accident 
and group, casualty and fire lines of the 
Travelers companies respectively. A 
tentative trip planned for April includes 
six branch office cities in four states. 


Thurman Makes Good Record 


E. B. Thurman, Chicago general 
agent of the Missouri State Life, who 
took charge in Chicago late in the 
spring last year, paid for more than 
$1,000,000 of business four months of 
last year and exceeded the $1,000,000 
paid for mark in January this year. At 
the time Mr. Thurman took charge, he 
said that his first and largest task would 
be to build the agency into a $1,000,000 
a month organization. ‘ 

The Chicago office of the Missouri 
State shows the largest percentage of 
increase in paid-for business among the 
offices of the company in 1927. The 
Chicago office paid-for total was 172 
percent greater in 1927 than in 1926. 


Fohr Agency Going Strong 
The Louis J. Fohr general agency © 
the Connecticut Mutual Life, Chicago, 
took second place in paid-for business 
in January. First place was taken by 
the New York general agency of the 
company. 
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EQUITABLE OF IOWA 
CONTINUES TO GAIN 





GOOD INCREASE IS RECORDED 





Company’s New January Business Shows 
Excess Over 1927 of Eight 
Percent 





The paid-for production of the Equi- 
table Life of Iowa in January showed 
an increase of 8 percent over January, 
1927. The paid-for total was $5,724,601. 
Insurance paid for on the lives of ‘pol- 
icyholders was 34.7 percent of the 
month’s total. 

For the seventh consecutive month 
the Hoey, Ellison & Wendt New York 
City agency led all agencies with a paid- 
for production of $343,000 in January. 
Other leading agencies for the month 
were: W. F. Crawford, Chicago; R. H. 
Sheldon, Los Angeles; Barlow & Ander- 
son, Cedar Rapids, and H. S. Bell, 
Seattle. 

W. E. Mullineaux of the Los Angeles 
agency paid for $125,000 of new busi- 
ness in January, which earned him first 
place in personal production among all 
agents of the Equitable Life of Iowa. 
Other leading agents for January are 
G. M. Marshall, Chicago; R. K. Adams, 
Cleveland; H. J. Miller, Philadelphia, 
and C. Mellen, New York City. 








Insurance Stock 
Quotations 











Howard W. Cornelius of the invest- 
ment house of Lewis, Dewes & Co. of 
Chicago gives the following insurance 
stock quotations, as of Feb. 13. 


Div. per 
Stock Par Bid Asked Share 
Abr. Lincoln Life 20 30 35 1.20 
Aetna Cas. & S. 100 900 915 12.00 
Aetna Life...... 100 855 860 12.00 
Agricultural Life 25 60 70 4.00 
Amer. Cent. Life 100 190 ees 8.00 
Central Life, ll. 20 45 55 1.60 
Central St. Life. 5 28 30 -85 
Cent. West Cas. 50 75 82 e008 
Chicago Nat. Life 10 20 ees TT 
Colum. Nat. Life 100 325 335 7.00 
Commer. Cas.... 10 63 67 1.60 
Conn, Gen. Life. 100 1875 1890 16.00 
Conservat. Life.. 10 5 Kos ecee 
Contintl. As., Ill. 10 100 aie 1.60 
Comet. COS. cccocs 10 70 74 1.60 
Contl. Life, Mo.. 10 29 32 1.00 
Des Moines L.&A. 10 7 8% eee 
Detroit F. & S... 50 110 120 ee 
Detroit Life..... 50 one ome 6.00 
Farmers Nat. L.. 5 16 20 1.00 
Federal Life..... 100 am oss 10.00 
Fed. Sur. (new). 100 125 135 see 
Grange Life..... 50 con oes 7.50 
Great Amer. Cas. 25 15 20 cece 
Great Am. Indem. 10 92 96 oe 
Internatl. Life... 25 70 75 3.00 
Inter-South. Life 1 3% 44 .06 
Kansas City Life 100 1200 ee 12.00 
Lincoln Nat. Life 10 115 122 2.00 
Manhattan Life... 50 ae as 16.00 
Md. Casualty.... 25 185 190 4.50 
Mo. State Life... 10 86 SS 1.20 
Montana Life... 10 11 13 .80 
National Cas..... °10 53 55 1.20 
New Amster Cas, 10 73 7 2.80 
N. Century Cas.. 50 85 95 4.00 
New World Life 10 16 20 .80 
N. Y. Casualty... 25 130 135 4.00 
No. Amer. Life.. 50 176 185 10.00 
Northern St. Life 10 12 eee .80 
N. W. Nat. Life 5 6% ... in 
Occidental Life.. ... 31% 33 ooes 
Ohio Natl. Life. 10 Ses ces .80 
Old Colony Life. 10 cae eee .60 
Old Line Life... 10 36 ae 1.50 
Pacific Indem... 50 152 156 cas 
Pacific Mut. Life 100 820 840 20.00 
Pan Amer. Life. 10 31 32 1.20 
Peoria Life..... 10 45 oes 1.50 
Postal Life...... 10 10 18 .50 
Preferred Acci.. 100 535 550 18.00 
Rel. Cas., N. J.. 100 150 155 sone 
Security Life.... 10 ses een .60 
Southn. Surety... 10 26% 28% 1.60 
BUM EMlO. ccocese 100 1800 1850 25.00 
Travelers ... 100 1700 1725 22.00 
U aioe Cent. Life 20 pe con 1.20 
U. F. & G.. 50 352 356 10.00 
Wise. Natl. Life 10 BGUe cvs .80 


Insurance stocks—fire, life and cas- 
ualty—practically marked time for the 
week ending Tuesday evening. Fire 
stocks held well but showed practically 
no trend, according to Mr. Cornelius. 
Casualty stocks were somewhat easier 

(CONTINUED ON PAGE 32) 





LIFE MEN AT TRUST 
COMPANIES’ MEETING 


—_— — 


“COOPERATION” IS THE TOPIC 





Speakers for Both Interests Emphasize 
That Neither Should Encroach 
on Other’s Field 





NEW YORK, Feb. 15.—James L. 
Madden, vice-president of the Metropol- 
itan Life; Claris Adams, secretary and 
general counsel of the American Life 
Convention; Julian S. Myrick, president 
National Association of Life Underwrit- 
ers; Franklin W. Ganse, chairman of 
the latter organization’s committee on 
cooperation with trust companies, and 
Ralph Sanborn, an independent agent of 
this city represented the life insurance 
fraternity on the program of Wednes- 
day’s session of the mid-winter confer- 
ence of the trust division of the Ameri- 
can Bankers Association meeting here. 

Must Cooperate, Not Encroach 

The keynote for the session was 
struck by Thomas C. Henning, vice- 
president of the Mercantile Trust Com- 

(CONTINUED ON PAGE 30) 
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Company 


Your 1928 Tool Kit 


'Y our success in 1928 will be measured by the 

service you have to offer. The tool kit of the 

Ohio National salesman contains: 

1—Monthly income policy issued to rejected risks. 

2—Non-Medical or selective risk applications. 

3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 

4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 

5—Budget premium payment plan. 


The foregoing and all the standard tools furnished by progressive com- 
panies tell why “It Pays to Tie Up with the Ohio National” 


For information in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio E. E. Kirkpatrick 


T. W. Appleby aes 
up 


President 























Insurance in Force 
Admitted Assets ...... 
Total Liabilities to Policyholders and 


January 1, 1928 


er 0 0 oe 00 0-0 0-0 0 0.0 ofRONgSe401700 


24,027,509.84 











Ge hc cceen sa ace ct sia cee Gloag ear ac Wilde 22,820,135.46 
Capital and Surplus................4.. 1,207,374.38 
Comparative Table 
Insurance Jan. 1 Admitted 
in force Assets 
$ 36,853,610.00........... ee $ 5,064,430.36 
42,410,962.00........... arene 5,732,085.84 
SE AGE BSBBD. occ ccccccs US a is rei tarsi acto 6,126,666.23 
tek TE oe 7,229,108.07 
GE BO NIOO.. cc ccccccce ee 8,671,320.91 
GZ.IOD ZO4BO. ..cccccccs | saree 10,688,859.82 
130,004,110.00........... eee 13,263,529.36 
BORE es co ccccceces RR SRR aes 16,198,597.91 
175,489,299.00........... EE ob dire cas 19,541,951.43 
BOL BORAT. cc cscccece Ditiesensecace 24,027 ,509.84 











What makes a Good Company Good? 
Good Fieldmen in Good Territories, a Good Manage- 
ment, and Good Agency Openings for good Men. That’s 
what makes a Good Company. Do the figures above 
look good to you? 


The Franklin Life Insurance Company 
Springfield, Illinois 


Good Policies, 
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GENERAL AGENTS SHOULD 
OUT OF THEIR BLIND ALLEY JOBS 








GET ME 





RANK L. Jones of Indianapolis, 

agency manager for the Equitable 

Life of New York, in speaking about 
recruiting new men in an agency, said 
that an organization should continue to 
grow and the only way that it can de- 
velop is to get new men. Replacement 
must be made. In yeafs gone by, he 
said, general agents got the idea that 
men in certain occupations made the 
best life insurance agents and those in 
cther occupations would never develop 
as life insurance salesmen. This old 
idea, he said, has been entirely aban- 
doned. Mr. Jones said that previous 
occupation is no criterion as to a man’s 
fitness for life insurance selling. 

Get Away from Old Salesmen 


The trend in many cases, he said, is 
to get away from those who have had 
experience in commercial sales lines. 
The trouble is, he said, these men have 
to be taught many things that they do 
not know and many old ideas have to 
be gotten out of their heads. Their 
minds, he said, are cluttered up with 
wrong ideas. Many of these men are 
set in their ways. They have built up 
sales methods that have not been suc- 
cessful and yet they stick to them. He 
said it is difficult to get an old-timer to 
admit that his method is wrong. Mr. 
Jones said it is necessary to find whether 
a man is teachable or not. Some are so 
fixed in their habits and manner of 
thought that they cannot be changed. 
They will fight new ideas. 

Get Men in Blind Alley Jobs 


Mr. Jones advised general agents to 
seek men who are in blind alley jobs. 
The kind of occupation is of no conse- 
quence whatever. He said a blind alley 
job is one where a man has been in a 
pocket and owing to circumstances it 1s 
impossible to get out. There may be 
some kind of business that is going out 
of vogue. A man may see the handwrit- 
ing on the wall. Others may be in 
thrifty concerns but they are blocked 
for future advancement. There is no 
opportunity ahead. He said the chain 
stores are having an effect on the inde- 
pendent merchants. These owners be- 
come employes. He does not see how 
many lines of business can survive in 
the face of the chain store movement. 

Can Continue Independent Operators 


There is an opportunity to show these 
men that they can continue as independ- 
ent operators in life insurance work, The 
general agent is the party of the first 
part and the agent is the party of the 
second part. He is his own master and 
does not have to fear being driven out 
on account of competition. Many of 
these men want to continue to be inde- 
pendent operators. Many hardware 
stores, he said, are being driven out of 
business because of the 5 and 10 cent 
stores. They can buy their goods for 
less price than the retail merchants can. 
They can put their goods in the hands 
of consumers at less than the local men. 
People buy where they can get the same 
goods at a less price. 


Do Not Want Time Clock Jobs 
Such men are being rooted out. Many 


of them do not want to become time 
clock men. These changes and condi- 





tions, he said, are affecting a number of 
lines of business. A concern may be in 
the hands of members of a family and 
the outsider down the line, although he 
is very competent, has no chance be- 
cause the nepotism will prevail. Many 
of these men do not know where to go 
and make good. 


Prospects Should Be Told Truth 


Mr. Jones urged general agents not 
to exaggerate the opportunities in life 
insurance work. They should be told 
the truth. A picture should be painted 
faithfully before them. Men who are 
blocked ahead and have no opportunity, 
are interested in any occupation that 








FRANK L. JONES, Indianapolis 


Agency Manager Equitable Life of 
New York 


offers them a chance. He said that one 
week’s schooling is very essential for 
new men so that when they start out 
they are not helpless. Mr. Jones said 
that a general agent should let a man 
know that he cannot be established un- 
til he can pay for at least $100,000 of 
business a year. If he does not increase 
that amount his income, taking into 
consideration his renewals, will run 
about $300,000 a year. That is more 
than many men in small towns are get- 
ting. 

. Gets Out a Booklet 

Mr. Jones said that he gets out every 
year booklets giving the cuts of all his 
agents who produce $100,000 or more 
graded according to production. Some 
little biography or statement is made 
after each one. The agency prospect 
looks over the list and he either knows 
someone portrayed or he thinks that he 
is Just as good as some of these. He 
said that it is highly necessary to estab- 
lish the factor of growth in new men. 
They should be taught to increase their 
business every year. Mr. Jones said that 
it is foolish for a general agent to keep 
his mind entirely on production when 
growth depends so much on men. Man- 
power should be developed. Agents in 
an organization should be brought up 
to their highest point of efficiency. 











THOMAS P. REYNOLDS TAKES 
HIS SON IN AS PARTNER 





Thomas P. Reynolds, manager at 
Richmond, Va., for the Prudential, has 
taken his son, William F. Reynolds, into 
partnership with him, the style of the 
agency now being Thomas P. Reynolds 
& Son. The young man has been con- 
nected with the agency for six years, 
doing soliciting as well as office work. 
Before entering the business, he took 





a course in life insurance salesmanship 
at the Carnegie Institute in Pittsburgh. 


P. N. THEVENET RECOVERING 
FROM SIEGE OF PNEUMONIA 





P. N. Thevenet, vice-president and 
secretary of the Southland Life of Dal- 
las, Tex., expects to return to his desk 
within the next week or ten days after 
an absence from the office of several 
weeks, due to illness. Mr. Thevenet 
was dangcrously ill with double pneu- 
monia. He has been under the doc- 
tor’s care since Dec. 27. At one period 
the doctors had about given up hope 
for his recovery. 
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MAKING MONDAY MORNING MEETINGS 
OF INTEREST TO THE SALESMEN 


on “Monday Morning Meetings,” 

M. B. Oakes of the Insurance Re- 
search & Review Service said there are 
certain general principles that can be 
followed in making these assemblages a 
success. He said in the first place a 
general agent must make a definite 
preparation for the meeting. He should 
not go into a meeting without giving it 
some thought and it should not be con- 
ducted on the hit or miss plan. The 
meeting, he continued, should start and 
stop on time. There should be a definite 
period for it. He should secure the ac- 
tive participation of every agent in the 
meeting. He should bar hard luck stor- 
ies because often agents start to tell 
about their failures and they have a de- 
pressing effect. He should instill at all 
times an optimistic spirit. The tenor of 
the meeting should be educational and 
inspirational and not critical. The gen- 
eral agent should get away from the 
scolding habit. 

Mr. Oakes suggested some of the fea- 
tures that could be introduced in these 
meetings. For instance, he said a general 
agent could review and analyze the past 
week’s work. He could cite some of 
the claims paid and show how these pol- 
icies have fitted into the scheme of the 
assured. He should dovetail the agency 
activities with the company’s progress. 
He could tell what some of the new men 
ere doing and how they are progressing. 


|: a talk to Indiana general agents 


| 
| 
i 
| 
Another fine thing is to make a review 


of the salient news of the week that has 
a direct bearing on life insurance work. 


Getting Special Material 


Mr. Oakes said that general agents 
might get special material for Monday 
morning meetings. He suggested new 
books on life insurance or other books 
that have a bearing on the general work 
of salesmanship. The local newspapers 
offer many suggestions. He should read 
the reports of insurance conventions and 
meetings, getting ideas from them. There 
are other conventions that give some life 
insurance material. There should be a 
continued use of educational courses that 
are put out by different concerns. He 
should adapt all profitable material to 
these meetings. He should start a clip- 
ping service for material for meetings. 

Mr, Oakes suggested as other features 
the securing of outside speakers from 
other agencies and from other walks of 
life. At times he said that the Monday 
morning meetings might be changed to 
an evening dinner. Contests could be 
held and prizes given. Then an agency 
chairman might be selected to preside 
at the meeting but the work should be 
guided by the general agent. Mr. Oakes 
said that some general agents had under- 
takers at their meetings as they could 
tell some very vivid stories of what hap- 
pens after the hearse pulls away from 
the door. 








TRUST MEETINGS ARE 
PLANNED IN CINCINNATI 


A series of meetings between the Cin- 
cinnati Life Underwriters Association 
and the trust department of the Fifth- 
Third Union Trust Company of that 
city to discuss life insurance settlements 
and the operations of life insurance 
trusts are planned, it was announced 
recently. It is planned to have out of 
town speakers at each of these meet- 
ings, one-half of whom will be out- 
standing life insurance men and the 
other half outstanding trust men. 

f Stark, representing the trust 
company, presented the plan to mem- 
bers of the Cincinnati association at 
their last meeting, where it was well 
received, nearly every underwriter in- 
dicating his intention to attend the in- 
surance-trust meeting as planned. 


Mutual Benefit’s Old Building 


NEWARK, N. J., Feb. 15.—The 
building formerly occupied by the Mu- 
tual Benefit Life on Broad street prior 
to the erection of its handsome new 
home at Broadway and Second avenue, 
has been placed on the market. The 
old property is said to be valued at $2,- 
500,000. The report that it has been 
purchased by the American Fire Co., 
which recently sold its headquarters site 
to the Public Service Corporation, is 
denied, the fire company not yet having 
determined upon a new location. 


Wresche’s Business Growing 


The Register Life agency at Detroit, 
which was organized about a year ago, 
and is managed by Fred R. Wresche, 
has been obliged to double its office 
space in the Book Bldg., having added 
a number of new men to its organiza- 
tion. The agency wrote over $100,000 
in January. Mr. Wresche, before be- 
coming manager for the company at 
Detroit, was superintendent in Cincin- 
nati, of one of the large industrial of- 
fices for many years. 


Lee Mantle Montana Life Director 


Lee Mantle of Los Angeles, former 
United States senator from Montana, has 
been elected a director of the Montana 
Life to succeed the late E. S. Sweet of 
Long Beach, Cal. 





NEW YORK LIFE OFFICIAL 
RETURNS HISTORIC GAVEL 


Alfred L. Aiken, second vice-president 
of the New York Life, made a spe- 
cial trip to Richmond recently to pre- 
sent to the senate of Virginia a gavel 
which was carried off from the senate 
chamber the day Richmond was evacu- 
ated in 1865 and had been in possession 
of his family more than 60 years. The 
historic relic was carried away by Lieut. 
J. Lewis Spaulding of the 29th Connecti- 
cut Infantry which was among the first 
troops to enter the capital of the Con- 
federacy after Richmond fell. He gave 
it to William A. Buckingham, Mr. 
Aiken’s grandfather, then governor of 
Connecticut, afterward United States 
Senator. 

The gavel was presented at special 


| ceremonies in the senate chamber and 


was accepted by Lieutenant Governor 
Junius E. West, presiding officer of the 
senate, who operates a general insurance 
agency in Suffolk, Va. The gavel was 
used not only by the Virginia senate in 
war days but also by the Confederate 
senate, which held its sessions in the 
same chamber. 


A. J. Clemo Made Secretary 


A. J. Clemo, who has been assistant 
secretary of the Montana Life, has been 
elected secretary and also a director of 
the company. Robert B. Richardson, 
assistant actuary of the New World Life, 
has been appointed actuary of the Mon- 
tana Life. 


Cathles on Western Trip 


President L. M. Cathles of the North 
American Life Reassurance of New 
York, is on an extended trip visiting 
company offices. He is one of the bset 
known life insurance experts and is meet- 
ing with real success in conducting his 
company. 


Carlin Educational Director 


The Central Life of Iowa has ap- 
pointed George T. Carlin of Milwaukee 
es educational director. Mr. Carlin was 
for eleven years connected with the 
company in Wisconsin. 
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Slap at Commissioners’ Convention 


THE proposal made in New York, ap- 
parently seriously, to examine all com- 
panies from other states every three 
months, or require a quarterly statement, 
is a direct slap at the Insurance Com- 
MISSIONERS’ CONVENTION. The one essen- 
tial purpose of an insurance department is 
to protect the public. Admittedly there 
are some states where, because of inade- 
quate appropriations, political conditions 
or other handicaps, the home companies 
cannot be given that rigid supervision 
which it has been demonstrated is neces- 
sary to prevent weak companies from oper- 
ating when in an unsafe condition. 

The Insurance Commissioners’ Con- 
VENTION should introduce a little iron into 
its examination methods. If comity be- 
tween the states is going to mean only the 
privilege of weak companies operating 
outside their home states under the pro- 
tection of the convention, the whole super- 
visory system will be discredited. The 
principle of acceptance of home state cer- 
tificates has been supported to protect the 
companies from the annoyance and the 
heavy expense of what is now proposed 
in New York. The convention examina- 
tion system was devised to make practic- 
able the acceptance of home state certifi- 
cates. Unless it can be made to give effec- 
tive protection it will prove merely excess 
baggage, because the efficient departments 


will go back to the archaic plan of de- 
pending on their own work to protect their 
home people. Under cover of this neces- 
sity, grafting departments will also come 
into being and flourish, as they did a few 
decades ago. Thus the companies will 
again be subjected to the individual exami- 
nation of 48 states, partly honest and part- 
ly crooked. 

The key to the whole situation is the 
INSURANCE COMMISSIONERS’ CONVENTION. 
Unless it can function effectively in this 
regard all its other functions are super- 
fluous. There have been many disgraceful 
failures of insurance companies of every 
class. Stock companies, mutuals and re- 
ciprocals have taken premiums from the 
public long after they should have been 
closed up. 

The strong companies dislike to appear 
in the attitude of “putting the screws” to 
a weak competitor. Nevertheless the com- 
panies would do well to bestir themselves 
and use what influence they have with the 
insurance commissioners for better super- 
vision. They have a right to protest when 
any company is allowed to go so long 
that the public is defrauded. It not only 
injures the good name of insurance, but if 
instances are repeated it will provoke just 
such action as is now threatened in New 
York. Strong action by all departments 
will prevent one-department rule. 


Big Field to Be Cultivated 


Tue Eourrante Lire of New York 
points out an interesting fact to insur- 
ance men in calling attention to the total 
income of the 107,000,000 persons in this 
country. During 1926 the income was 
practically $90,000,000,000. The Eguira- 
BLE then shows that with the life insur- 
ance in force at the end of last year 
$78,500,000,000, the people are underin- 
sured $12,000,000,000 on their annual 
national income. 

The Eourraste finds satisfaction, how- 
ever, in the fact that while the income 
of all the people increased 43 percent in 
the five years since 1921, life insurance 
in force on the lives of American people 
has increased 71 percent during the same 
period. Perhaps E. Etmo Catrxrns, the 
advertising expert of New York, can 
not see that back of this wonderful in- 
crease in life insurance, the company offi- 
cials, agency managers and men in the 
field have done a tremendous piece of 
work, even’ though they might not agree 


with him on all his suggestions as to 
advertising. Mr. Catxins, in reflecting 
on the company officials, criticized them 
because they had not made enough prog- 
ress. He might be surprised himself to 
see exactly what had been done during 
the five-yea: period. 

The Eguiraste shows that while 
thousands of people are insured for 
many times their annual income, the 
average per capita is less than a single 
year’s income. This all goes to show 
that before the men in the field there is 
a glorious opportunity for further work. 
Once in a while, we find people who are 
overinsured from a life insurance stand- 
point. At times an agent will use high 
pressure methods and get a man to take 
more insurance than he really can afford 
to pay and meet his other obligations. 
As a matter of fact, however, most peo- 
ple are far underinsured. These statis- 
tics prove the claim that too many 
carry too little. 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











William B. Phelps, life manager of 
the Travelers in Boston, who has re- 
cently won distinction for his notable 
record in the Travelers organization, is 
in poor health and will take a much- 
needed rest for a few months. He will 
receive treatment at a Boston hospital 
for a few weeks and then strike out 
into new country to bring back strength 
and health preparatory to taking up 
work again. 

Henry B. Hawley, late president of 
the Great Western of Des Moines, made 
provision in his will for carrying on 
the Hawley Welfare Foundation, which 
he organized shortly before his death. 

Mr. Hawley left a fortune estimated 
at around $500,000. His widow is to 
receive a yearly income of not more 
than $24,000 for the remainder of her 
life. At the end of ten years, unless 
her death occurs before that time, the 
majority of the estate is to be turned 
over to the Hawley Welfare Founda- 
tion, and a building to cost between 
$100,000 and $250,000 is to be erected 
in Des Moines, from which the wel- 
fare work will be carried on. 

The board of trustees to handle the 
fund includes his associates in the Great 
Western. They are: . D. Emery, 
treasurer; W. G. Tallman, vice-presi- 
dent and agency superintendent; V. E. 
Nutt, vice-president; V. H. Gross, sec- 
retary, and O. B. Hartley, general coun- 
sel. They will also be given first op- 
portunity to buy Mr. Hawley’s 55 per- 
cent holding of Great Western stock 
when it is sold or transferred prior to 
the erection of the Hawley Welfare 
building. 

J. C. Cummins, executive adviser of 
the Equitable Life of Iowa and brother 
of the late A. B. Cummins, United States 
Senator from Iowa for many years, has 
completed 37 years of service with the 
company. Mr. Cummins went with the 
company in 1891 as secretary. He served 
as president from 1912 to 1919, when 
poor health necessitated his resignation. 
His wide experience and wise counsel 
were retained for the company by his 
appointment as the first executive adviser 
of the company. He has done much in 
the perfection of the company’s agency 
system. 


D. J. Cravens of Lincoln, Neb., state 


manager of the Kansas City Life, has | 


been made illustrious potentate of Sesos- 
tris Temple of the Mystic Shrine. 


George Tarry Bryson, recently ap- 
pointed inspector of agencies for the 


United States department of the Sun | 


Life of Canada, left for the home office 
at Montreal this week to enter upon his 
new duties. For the past two years he | 
has been agency assistant for the com- 
pany at Richmond under Neil D. Sills, 
Virginia manager. Before leaving for 
Montreal he was tendered a testimonial 
banquet at which Mr. Sills was the prin- 
cipal speaker. O. W. Gilman, division 
secretary, served as toastmaster. Repre- 
sentatives of the company from Norfolk, 
Roanoke, Lynchburg and other Virginia 
cities attended the banquet. Mr. Bryson 
joined the forces of the Sun Life after 
the world war in which he served as a 
lieutenant in the air service overseas. 


L. C. Cortright, vice-president and 
actuary of the Occidental Life of Raleigh, 
N. C., is one of the energetic and able 
men in the business, who has had a 
splendid training. Mr. Cortright was 
formerly connected with the actuarial 
office of Haight, Davis & Haight of In- 
dianapolis. He thus had a practical 
schooling in various lines of life insur- 
ance. Later he became actuary of the 
Old Line Life of Milwaukee. Then he 
was agency secretary of the Acacia Mu- 
tual Life of Washington, D. C., doing 
general utility work and getting an in- 
sight into general administrative activi- 





L. C. CORTRIGHT 
Vice-President and Actuary of the Occi- 
dental Life of Raleigh 


ties. In his new connection he has 
larger responsibilities, as he is the active 
insurance executive of the company. Mr, 
Cortright has a large acquaintance 
among life insurance men and he has 
the gift of inspiring those with whom 
he comes in contact. The Occidental 
Life is enlarging its organization and is 
attracting splendid men in the field. 


Edward H. Hezlett, who becomes 
vice-president and actuary of the Con- 
necticut General, is a graduate of Har- 
vard in the class of 1913. He took hon- 
ors in mathematics. On graduation from 
college he immediately went into actu- 
arial work and in 1915 joined that de- 
partment of the Connecticut General 
Life. He was elected assistant actuary 
in 1921, associate in 1924 and actuary in 
1926, 

George E. Risley, superintendent of 
agents, who now becomes agency secre- 
tary, is a native of Hartford. He joined 
the Connecticut General in 1908, was 
made assistant superintendent in 1909 
and superintendent in 1920. 

_C. Manton Eddy, who becomes as- 
| sistant actuary, is a native of Providence, 
graduated from Brown University, spe- 
| Cializing in mathematics. He entered the 
| actuarial department of the Connecticut 
| General and has gained distinction on 
| account of his resourceful work. 





Miss M. B. Montgomery has the dis- 
tinction of being one of the few women 
| who hold office in a life insurance com- 
pany. The directors of the Lamar Life 
of Jackson, Miss., have appointed Miss 
Montgomery assistant secretary of the 
; company. She has been with the com- 
| pany nine years, having charge of the 
| policy loan department. She is quite 
young to occupy an executive office, 
being only 27 years of age. Her pro- 
motion is a well earned one. 








George Ely, district manager of the 
Mutual Life of New York at Dubuque, 
Ia., died at his home in that city. He 
was 73. Until the time of his death he 
was still very active in the life business. 
He is well known throughout his state 
and was well known in the life busi- 
ness nationally. 


John J. Lentz, presidert of the Ameri- 
can Insurance Union, Columbus. O., has 
been appointed a member of the com- 
mittee which is to plan a monument to 
se Jennings Bryan in Washington, 


Alfred Matthews, general agent at San 
Francisco for the Provident Mutual Life, 
has left for the home office of his com- 





pany in Philadelphia. After spending 
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some time there, Mr. Matthews, accom- 
panied by Mrs. Matthews, plans an ex- 
tended tour of Europe. 


Arthur M. Hyde, president of the Sen- 
tinel Life and former governor of Mis- 
souri, who has been talked of as a can- 
didate for United States Senator, has 
announced that he will not be a can- 
didate. Governor Hyde stated that his 
duties as president of the Sentinel, to- 
gether with his law practice, would make 
it impossible for him to give sufficient 
time to the primary and general election 
campaign. ° 


Julian S. Myrick, New York general 
agent for the Mutual Life of New York, 
president of the National Association of 
Life Underwriters, former president of 
the United States Lawn Tennis Asso- 
ciation and chairman of the Davis cup 
committee of the tennis association, was 
in Chicago the end of last week for the 
indoor tennis match between “Bill” 
Tilden and George M. Lott. While in 
Chicago Mr. Myrick met with a num- 
ber of Chicago general agents and man- 
agers in the office of Edgar C. Fowler, 
general agent of the New England Mu- 
tual Life. 

Mr. Myrick, who has been the out- 
standing figure in tennis activities in the 
United States since 1915, announced this 
week that due to pressure of business 
interests he will not accept a reappoint- 
ment as chairman of the Davis cup com- 
mittee. Due to his initiative the inter- 
national scope of the game in connec- 
tion with the Davis cup activities has 
been extended to cover 26 nations. 

C. D. Ginter, district agent at Lima, 
O., for fifteen years for the Northwest- 
ern Mutual Life, died suddenly Sunday 
morning of heart disease. He hhad not 
been active for some time, but in pre- 
vious years was a very successful agent, 
being one of the leading producing 
agents for the company in the territory. 


Dr. James Beaty Eagleson, vice-presi- 
dent and medical director of the North- 
ern Life of Seattle, died recently. He 
was regent and joint founder of the 
American College of Surgeons. Dr. 
Eagleson served in the war, being major 
in the medical reserve corps. He retired 
with the rank of colonel. He was vice- 
president of the Seattle Y. M. C. A. 
He was the founder of the Eagleson 
Clinic. Dr. Eagleson was a member of 
Many organizations. 
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MOVE BY W. G. BATCHELDER 





Well Known Detroit Life Man Becomes 
Associate Manager of the Pru- 
dential at Cincinnati 





W. G. Batchelder, sales manager for 
George H. Beach Company, Detroit life 
insurance specialists, representing the 
Penn Mutual and other companies, be- 
comes associate manager of the John R. 
Irby agency of the ordinary department 
of the Prudential at Cincinnati. Mr. 
Batchelder was formerly with Dillon 
Read & Co. and started his life insur- 
ance career with the Sun Life of Can- 
ada in Detroit. He is one of the leading 
authorities on life insurance salesman- 
ship in the United States and will be a 
decided acquisition to Cincinnati insur- 
ance ranks, 





National Fidelity Appointments 


Stanley Watson has become connected 
with the National Fidelity Life as man- 
ager of the Kansas City department. Mr. 
Vatson has had a wide experience in 
the life insurance business, having en- 
tered the business in 1900. 
vor former managers for the Western 
nion of Spokane have become asso- 
ciated with the National Fidelity. James 


























ioBello, who has been manager for 
at company in Kansas City, is now 








And 1928 
Will Be Even 
Better 


Eye-opening progress is shown in the figures of the 
financial statement as of December 31, 1927, for The 
Lincoln National Life. 


New Paid Business During the Year 


141 Million Dollars 


Increase over 1926 New Business 


14 Million Dollars (11%) 


Insurance in Force 


515 Million Dollars 


Gain in Insurance in Force 


55 Million Dollars (11%) 


Income During Year 


16 Million Dollars (171/.% Gain) 


Admitted Assets 
43% Million Dollars 


Increase in Admitted Assets During Year 


61% Million Dollars (17% Gain) 


We know that 1928 will set new records because we 
will use the best of our established methods and will add 
new ones to bring them about. We are definitely plan- 
ning to make it a great year for those who 
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Lincoln National Life 
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“Its Name Indicates Its Character’ 
Lincoln Life Bldg. Fort Wayne, Ind. 
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with the National Fidelity. He will be 
a member of the Kansas City depart- 
ment as a personal producer. W. P. 
Haley, formerly Iowa state manager for 
the Western Union, is now represent- 
ing the National Fidelity as manager for 
Des Moines and eastern lowa. Mr. Lo- 
Bello and Mr. Haley have been large 
producers for the Western Union, both 
of the men having qualified for the pro- 
ducers clu} of that company for a num- 
ber of years. 





Frank E, Stewart 


Frank E. Stewart Khas been appointed 
general agent for the Mutual Benefit 
Life at Davenport, Ia. Mr. Stewart 
is a graduate of Allegheny College and 
prior to entering the life insurance busi- 
ness was with the Bell Telephone Com- 
pany at Oil City, Pa., as manager. In 
1913 he went into the general insur- 
ance business, and in 1915 entered life 
insurance with the Mutual Benefit Life. 
He has been district agent for the com- 
pany at Oil City and is succeeded there 
by Fred Bright, who will be assisted 
by B. H. Brown. Mr. Stewart has had 
experience in selling and supervisory 
work and is well equipped to take on 
the general agency at Davenport, which 
has jurisdiction over several surround- 
ing counties. 


Ray C. Swain 


Ray C. Swain has been appointed 
agency supervisor and organizer of the 
southern California territory of the Cali- 
fornia State Life. He will cover the 
districts east and south of Los Angeles. 
His headquarters will be at Riverside. 
One of Mr. Swain’s first duties is to 
build a producing organization at San 
Diego. 








James A. Riddell 


James A. Riddell has been appointed 
agency organizer and supervisor of the 
Los Angeles district for the California 
State Life. Mr. Riddell has been in the 
life insurance business for some time 
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and is a charter member of the El Capi- 
tan Producers Club of the California 
State Life. 





Atlantic Life Appointments 


The Atlantic Life announces the ap- 
pointment of R. M. Leland as district 
agent at Tuscaloosa, Ala., and J. H. 
Nunnelley as district agent at Orlando, 
Fla. Both will report direct to the home 


office. 

William H. Harrison, superintendent 
of agencies, was in Alabama this week 
visiting agencies in that state. 


Oscar L. Hill 


Oscar L. Hill of Wichita, Kan., who 
also conducts a_ general insurance 
agency, has been appointed general 
agent for 16 south central Kansas coun- 
ties for the Lincoln National Life. Mr. 
Hill had_ previously represented the 
National Life of Vermont for 16 years. 
Associated with him in the agency is 
his son, Richard L. Hill. 


J. N. Harvey 


J. N. Harvey, Pocatello, Ida., has 
been appointed general agent of the 
Minnesota Mutual Life. His headquar- 
ters will be in Pocatello. Mr. Harvey 
has been in sales work for a number of 
years and recently has been making a 
thorough study of life insurance. 


A. D. Bohm 


A. D. Bohm, for four years general 
agent of the International Life at Pitts- 
burgh, has resigned. He is a son of 
Julius Bohm, who is now general agent 
of the Occidental Life of Los Angeles 
at Hollywood. 


Thayer Quinby 
The home office agency of the Colum- 
bian National Life, Robert L. Brown, 
general agent, announces that Thayer 
Quinby, who has been field manager in 
the agency for the past year, has been 
transferred to Springfield, Mass., as 











general agent of the company, succeed- 
ing Henry Farmer. E. Payntar 
will succeed Mr. Quinby as field assist- 
ant in the home office agency. 


Edmund F. Carey 


The Equitable of Iowa has entered 
Rhode Island and opened an agency 
at Providence under the direction of 
Edmund F. Carey, agency maager. 
Rhode Island is the fourth of the New 





England states entered and the 29th 
state in which the company is doing 
business. 


Mr. Carey has obtained all of his life 
insurance experience with the Travelers, 
with which he started in 1916 as a spe- 
cial agent. While with that company 
he served as assistant agency manager 
at Milwaukee, agency manager at Wor- 
cester and Springfield, Mass. 


Rodney Burr 


Rodney Burr has been appointed gen- 
eral agent for the Brooklyn National 
Life in New York, with offices at 50 
East 42nd street. Mr. Burr has had 
nearly nine years experience with the 
Travelers and was one of the pioneers 
in group insurance. He was also one of 
the pioneers in the organization of the sal- 
ary allotment plan and directed the or- 
ganization of the plan for the B. M. T. 
Corporation, the Sperry Gyroscope Com- 
pany, Kings County Lighting Company 
and many other concerns. He has 
placed individual insurance for about 
5,000 employes in the past three years 
under the salary plans. Mr. Burr will 
also direct the Brooklyn National Life’s 
new salary deposit plan. 


J. W. Rader 


J. W. Rader, for some years con- 
nected with the Public Savings Life of 
Indianapolis, has been appointed agency 
supervisor for Indiana of the Bankers 
National Life of Jersey City, which is 
opening a branch office in that state. 
Mrs. Ruth Herring is cashier of the 
branch office, which will be located in 
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Indianapolis. At the time the Public 
Savings reinsured in the Western & 
Southern Life Mr. Rader was division 
manager and had previously served the 
company as agent, supervisor of agents, 
home office inspector and _ traveling 
auditor. 





Minnesota Mutual Life 


The Minnesota Mutual Life has en- 
tered South Carolina with the following 
general agencies: J. C. Hardin at Ral- 
eigh, Arthur S. Chesson at Wilson and 
Lawrence P. Zachary at Statesville. 


. 





D. P. Boyette 


D. P. Boyette has been appointed gen- 
eral agent of the Pilot Life at Ahoskie, 
N. C. He formerly represented the 
Standard Life and is one of the out- 
standing underwriters of his section of 
North Carolina. 





Leonard T. Hicks 


Leonard T. Hicks has been appointed 
general agent of the Pilot Life at Logan, 
W. Va. He suceeds R. W. Kerwood, 


who has moved to another territory. 





Leroy M. Lane 


Leroy M. Lane, formerly special agent 
of the New England Mutual Life at 
Roanoke, Va., has been appointed gen- 
eral agent of the Pilot Life in that city. 


B. V. Brooks 


B. V. Brooks has been appointed 
general agent in Maryland for the Lin- 
coln National with offices in the Citi- 
zens National Bank building, Baltimore. 


Life Notes 

S. W. Reed has been made district 
agent of the Mutual Benefit Life at Win- 
chester, Ky. 

The Webster Life, which was organ- 
ized in Des Moines two years ago, has 
moved its home office from the Valley 
National to the Securities building, Des 
Moines. 





Premium Income 
Admitted Assets 
Unassigned Surplus 








West Coast Life Insurance Company 


San Francisco, California 


FINANCIAL STATEMENT, DECEMBER 31, 1927 


ADMITTED ASSETS 
First Mortgage Loans (secured by property 


appraised at $12,872,807).............-- $ 5,550,028.11 
Bonds and Stocks owned..................- 3,696,909.86 
Policy Loans and Premium Notes (within 

CD cnc secenssencescsececasness 3,365,069.73 
Home Office Building and Other Real Estate 1,142,846.65 
NE BOOP OOP CCC CT CC OCCT 150,575.00 
Net Premiums Outstanding and Deferred (Se- 

cured by legal reserve)................. 644,629.75 
Interest and Rents Due and Accrued........ 121,578.72 
Cash in Banks and in Office................ 459,680.41 
I ore ek re car ana ee ae wi MS 24,991.28 

TOTAL ADMITTED ASSETS........ $15,156,309.51 

GROWTH IN FIVE YEARS 

Business im Force. .....cccecccce Le RS. Dh ee Peete ee a 


i ia al, Seek aries cena ins armas uaa 


eee eeeeeeeer ee eee ee ete eeeeseeeseeeseeeeeeeeeseseeeeeeeeeeeeses 
ee 


ee eee eee eee eee eee eee Hee eeeeeseeeeeeeeee 


Ee I, shi cneacrcedeatacerecesdedsevevoneeiews secesgne 


LIABILITIES 

Reserve on all outstanding policies.......... $12,873,679.80 
Reserve for Losses Incurred................ 145,881.30 
Interest and Premiums Paid in advance..... 78,531.85 
Reserves for Taxes Payable during 1928..... 103,533.08 
Sundry Liabilities Reserve................. 47,337.15 

EE ccvcntidieneeeaea@ud $500,000.00 

Assigned Surplus (Deferred and 

Annual Dividend Funds).... 619,645.16 

Unassigned Surplus ............. 787,701.17 
SURPLUS TO POLICYHOLDERS....... 1,907,346.33 
EL cian Wold dhd ncaa Veedaubeidacmann $15,156,309.51 
January 1, 1923 January 1, 1928 
Legatennel $5 1,665,266.00 $103,619,970.00 
11,551,437.00 20,368,267.00 
1,929,868.70 3,684,720.58 
7,796,799.00 15.156,309.00 
416,984.85 787,701.17 
985,995.00 1,907,346.33 


WEST COAST SERVICE, IN ADDITION TO THE REGULAR BUSINESS, EMBRACES GROUP LIFE, GROUP DIS- 
ABILITY, WHOLESALE INSURANCE, BANK DEPOSITORS’ PLAN, SELECTIVE RISK PLAN, SUBSTANDARD 
BUSINESS AND COMBINATION WEEKLY ACCIDENT AND HEALTH AND DISMEMBERMENT 


OPERATES IN FIFTEEN STATES 
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PHILADELPHIA LIFE MEETING 





Home Office and Southern New Jersey 
Agencies Hold Joint “Smoker” 
at Philadelphia 





Fifty Plicos and their guests attended 
the joint “smoker-meeting” of the home 
office and southern New Jersey agen- 
cies of the Philadelphia Life. 

The gavel was turned over to Plico 
Club President Wm, L. Megary by Vice- 
President Jackson Maloney, who for- 
mally opened the meeting. Among the 
guest speakers was F. Tyson of Wallis 
& Tyson, Philadelphia general agents of 
the Equitable Life of Iowa, who spoke 
on “The Philadelphia Association of 
Life Underwriters.” Craig Atmore, a 
director of the Philadelphia Life and 
president of Atmore & Son, famous 
mince-meat manufacturers, also ad- 
dressed the meeting for a moment and 
gave those present good sales advice. 

President Clifton Maloney then spoke 
to the men and included in his crisp 
address some of the experiences which 
he and Manager of Agencies A. M. Hop- 
kins had while on their recent visit to 
the Carolinas, attending several of the 
southern agency meetings. Dr. Joyce 
T. Sheridan, medical director, then gave 
the men a brief review of the business 
issued during 1927, showing a small 
percentage of rejections for the year, 
and this was followed by a novel pres- 
entation of the much discussed ques- 
tionnaire of the Pennsylvania insurance 
department by Vice-President Tackson 
Maloney and Supervisor B. E. Der- 
flinger of the home office agency. P. 
Mason Fox, secretary and treasurer of 
the DuBois Realty Co., Plico general 
agents at Woodbury. N. J., and H. W. 
Baxter, also a member of the DuBois 
Realtv Co., also spoke. 

Following the presentation of a half 
dozen door prizes, General Manager of 
Agencies Hopkins closed the meeting 
with another of his snappy “pep” talks. 
Everyone present felt well repaid for 
having left a warm fireside to ride and 
drive through the rain to the meeting. 


MEAD & MASON HOLD RALLY 








Northwestern Mutual Life General 
Agents at Toledo Call in Their 
Field Force 





Mead & Mason of Toledo, general 
agents of the Northwestern Mutual Life 
of Milwaukee, are having their annual 
regional meeting of their field force on 
Friday. In connection with the meet- 
ing they are having their annual contest 
dinner at which the prizes will be given 
for volume, lives, highest percentage of 
quota. The prize award for the agent 
with the best all-around record for 1927 
will be presented by Marion Miller, 
President of the Home Bank & Trust 
Company. 

Charles S. Beck of Toledo led the 
agency in business produced in 1927 
with close to $1,000,000 paid-for busi- 
ness. R. E. Powless, district agent of 
Wood county. paid for the greatest 
number of lives. Mr. Powless was 
leader in this respect for the entire 
United States for the Northwestern 
Mutual. 

C. H. Parsons, superintendent of 
agents, and his assistants, John P. Davies 
and Roger B. Clark from the home of- 
hee, will represent the company at the 
meeting. Mr. Parsons was formerly 
Seneral agent of the Toledo agency. 


Banquets Agency Leaders 


J. Elliott Hall, New York general 
agent for the Penn Mutual Life, will 
give a dinner next Monday evening to 

€ leading producers in his agency. 
18 guests will be those men who at- 
ined their allotment of new business. 





ta 





PENN MUTUAL MEN IN MEETING 





Eastern General Agents Gather for 
Conference at Philadelphia—Chi- 
cago Convention Scheduled 





Eastern general agents of the Penn 
Mutual Life, were in conference in 
Philadelphia the first three days of this 
week to learn the details of the com- 
pany’s expansion plans. There were 
three days of round table discussion and 
cxplanation, under the guidance of 
President Law, Vice-President Kingsley 
and Vice-President Hart. Vincent B. 
Coffin, the company’s educational di- 
rector, described methods of training 
men new to life insurance and the Penn 
Mutual Life. 

John Marshall Holcombe, Jr., man- 
ager, Life Insurance Sales Research Bu- 
reau, summarized the results of his 
bureau’s investigation of agency man- 
agement. 

The next meeting will be held in Chi- 
cago Feb. 27-29, and will be attended by 
the general agents of the middle west. 
President Law will head the home office 
officials who will be present. 


Arrange for Sales Congress 


A coterie of nationally known speak- 
ers is being rounded up for the Tri- 
State Life Insurance Congress in Phil- 
adelphia March 15-16. Among those 
from whom acceptances have already 
been received are Robert Dechert, vice- 
oresident Penn Mutual Life; M. Albert 
Linton, vice-president, Provident Mutual 
Life; Dr. S. S. Huebner of the Uni- 
versity of Pennsylvania; Paul Ray, vice- 
president Provident Life & Accident of 
Chattanooga; Alfred G. Borden of the 
Equitable of New York and Miss Sara 
L. Miller, president Life Underwriters 
Association of Atlantic City, N. J. 

Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
will preside at the banquet March 16. 





Northeast Ohio Sales Congress 


The seventh annual northeast Ohio 
sales congress will be held March 10, in 
the Winton Hotel, Cleveland, according 
to announcement released by M. L. Hoff- 
man, secretary-manager of the Cleveland 
Life Underwriters Association, under 
whose auspices the congress is held. 

The speakers, all of whom have been 


‘definitely scheduled, are Frank M. See 


of the Union Central Life at St. Louis, 
well known to the life underwriting fra- 
ternity of the country; Alfred Hurrell, 
vice-president of the Prudential; Charles 
A. Hinkley, general agent of the New 
England Mutual at Buffalo, N. Y., and 
an outstanding personal producer, and 
William Ganson Rose of Cleveland, na- 
tionally known financial advertising ex- 
pert and lecturer. 

Preparations are being made to handle 
an attendance of 1,200 life underwriters 
from northeast Ohio and northwestern 
Pennsylvania. 





Insurance Men in State Commerce Body 


Alba B. Johnson, president of the 
Pennsylvania state chamber of com- 
merce, announces the following insur- 
ance committee of that body: Chairman, 
Sidney H. Pool, Fidelity & Casualty, 
Philadelphia; vice-chairman, William M. 
Furey, Berkshire Life, Pittsburgh; Al- 
bert L. Allen, Harrisburg; Kenneth H. 
Bair, Pittsburgh; Jere H. Barr, Read- 
ing; Joseph W. Barr, Oil City; John 
S. Burwell, Scranton; Frank D. Buser, 
Philadelphia; E. E. Cole, Pittsburgh; 
G. R. Dette, Philadelphia: W. S. Diggs, 
Pittsburgh; Charles H. Holland, Phila- 
delphia; Ellwood Hoot, West Point; 
Frank S: Kauffman, Pittsburgh; Wil- 
liam H. Kingsley, Philadelphia; Walter 
G. McBlain, York; H. E. McKelvey, 
Pittsburgh; Walter Moses, Philadelphia; 
J. E. Parnell, Indiana; Frank E. Park- 
hurst, Wilkes-Barre; R. L. Rodges, 











NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


©. 3. ARNOLD, pacswexr 


STRONG~ Minneapolis Minn. ~ LIBERAL 





43rd Year— 
A Year of Progress 


New Business during the year—Paid-for basis 
50 Million Dollars 


An Increase over 1926 New Business of over 


6 Million Dollars 14% 


Gain in Paid-for Insurance in Force 


23 Million Dollars 10% 


Admitted Assets increased over 
41% Million Dollars 20% 








ASSETS 
Bonds, 
Government, State, County, 
and Municipal .......... $3,869,981.22 
Railroad, Public 
MED Su iktnawesescnacseecs 5,775,659.69 
$9,645,640.91 
First Mtg. Loans (City and Farm)........... 9,666,451.40 
ee cae n kik ee we éten 150,000.00 
SN Zh acc uwndadsadcctnencewades 4,842,112.85 
Ee ee ee 1,663,607.74 
Premiums, Due and Deferred .............. 1,199,163.00 
St ccc cuasaekeededeed ee okaawea 1,589,193.26 
Interest Due and Accrued and Other Assets.. 623,264.91 
er eee ee $29,379,434.07 
LIABILITIES 
I TE 4. cc ccccncosevcecbvedeceed $23,557,146.00 
Death Claims Due and Unpaid .............. None 
Claims Reported but Proofs of Loss Not Re- 
GEE tnkntnne0seseehasnnsedksecdees -- 147,477.36 
Present Value of Death, Disability, and oth 
Claims Payable in Instalments.......... 583,061.64 
Premiums and Interest Paid in Advance.... 181,254.67 
Reserve for Taxes Payable in 1928.......... 215,000.00 
Profits for Distribution to Policyholders...... 1,190,766.91 
Be Ge ED 6606 060cdcccccedeedeess 140,244.39 
Contingency Reserves .............-0+se005 853,913.57 
Surplus to Policyholders .................+.. 2,510,569.53 
(Including $1,100,000.00 Paid In Capital) 
We tnccsachs chuveccdeeteseaseusie $29,379,434.07 





A Company combining with all the 
benefits of mutuality the advantages 
of a substantial capital 


PARTICIPATING—NON-PARTICIPATING 


$257,825,730.00 Insurance in Force 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





New York Life Agents 
~ Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


I This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


$27,000,000 


¢ The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





Building 

now being erected on the site 

of the famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 














Erie; H. G. Scott, Pittsburgh; Nelson 
D. Sterling, Philadelphia; Herbert L. 
Smith, Harrisburg. 


Guardian Agent Honored 


One hundred friends of Joseph A. 
Perlstein, connected with the Paul Alex- 
ander agency of the Guardian Life, 
gave a testimonial dinner in his honor 
recently. 

Judges Max Solomon and _ Joseph 
Goldstein of Brooklyn spoke feelingly of 
their long association with the guest of 
honor and paid tribute to his splendid 
qualities. Agency Manager Paul Alex- 
ander told briefly of his association with 
Mr. Perlstein during the past two and 
a half years. J. M. Hoffman, chairman 
of the committee which arranged the 
dinner, presided over the gathering, and 
as a testimonial of the friendship and 
loyalty of the assembled diners, pre- 
sented to Mr. Perlstein some 75 signed 
applications for a total of $25,000 of life 








insurance written that evening in his 
honor. 





Writes Huge Sum 


Samuel Dublirer of the Brandwein 


agency, New York, of the Equitable Life - 


of New York paid for 70 cases aggre- 
ating $1,062,887, his first full year in the 
business. This was accomplished by Mr. 
Dublirer notwithstanding claims made 
on his time for duties as assistant agency 
manager in charge of the training and 
supervision of -the members of his unit. 
Mr. Dublirer subscribes most heartily to 
the theory that “the settlement’s the 
thing,” and his sales presentation plays 
up the various options of settlement. 





, To Probe Department 


A committee of the New Jersey leg- 
islature has been named to conduct an 
inquiry into the operations of the state 
department of banking and insurance. 
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ISSUE OVER DATE OF POLICY 





When Change Made in Premium Plan 
After Issuance, Date of Delivery 
Controls, South Dakota Ruling 





The South Dakota Supreme Court 
has affirmed the lower court in the case 
of A. J. Larsen vs. Equitable Life of 
New York in a judgment for $5,000 on 
a policy taken out by Harrison Larsen 
a short time previous to his death. The 
issue was one of when the policy went 
into effect, and whether or not proper 
premium payments had been made. 

The policy was written of April 27, 
1927, on an annual premium basis. 
This was returned to the agent with 
a request that it be changed to quar- 
terly payments. The policy so changed 
was returned to Larsen July 12, 1927, 
and the first quarterly payment made 
and receipted for. 

Death occurred Sept. 17, 1927, and 
payment was refused on the ground 
that the premiums had not been kept 
up. The company held that the pay- 
ment made at the time of the delivery 
July 12 was for the quarter beginning 
April 18. The contention of the plain- 
tiff was that the policy was changed in 
its terms and did not become effective 
until it was accepted; that the pre- 
mium payment in July covered the 
amount due to Sept. 18, and that death 
had occurred one day before the next 
premium was due. 

The court holds that the terms of 
the policy were changed in material 
enough manner as to change the terms 
of the policy and the policy, delivered 
and paid for was of date of July 12, 
and not of April 17. It affirms the 
judgment of the lower court. 





Opens Chicago Office 


The Union Labor Life of Washing- 
ton, D. C., has opened a Chicago office 
in 818 London Guarantee & Accident 
building. George W. Perkins, for 35 
years president of the Cigar Makers In- 
ternational Union and now vice-president 
and western representative of the Union 
Labor Life, is in charge of the Chicago 
office. 





Wisconsin Life Agents Honor Stamm 


Leo R. Stamm, Chicago supervisor for 
the Acacia Mutual Life, is being sig- 
nally honored by the agents of the 
Wisconsin Life of Madison. On Jan. 
27 Mr. Stamm addressed the agency 
force of the company at their annual 
convention. Mr. Stamm’s address was 
so much appreciated that the agents 
declared February to be “Stamm 
Month” and are doing all in their 
power to roll up a large total volume of 
business to show their appreciation of 
the address Mr. Stamm gave them. 

A short while ago the Acacia Mutual 
brought together its agency force in 








Chicago into one office under the di- 
rection of Mr. Stamm He has charge 
of the Chicago district as supervisor and 
in 1927 showed an exceptionally large 
increase over the 1926 business. Mr. 
Stamm has extended his organization 
considerably and is handling it under 
the unit system. Each unit has a man 
in charge who devotes his time to the 
education and training of the men in his 
particular unit. 





Mielenz Agency’s Meeting 


The field force of the Albert E. Mie- 
lenz general agency for the Aetna Life 
will meet in Milwaukee, Feb. 27-March 
2 for a sales conference. Fifty agents 
from Wisconsin and northern Michigan 
are expected. 

Lester O. Schriver, assistant superin- 
tendent of agencies in charge of the life 
department, and Thomas A. Keith, 
agency assistant in charge of the acci- 
dent department, will be present from 
the home office. 





Great West’s Fargo Meeting 


A meeting of the full-time agents of 
the Great West Life in North Dakota 
was held in Fargo Feb. 9-10, under the 
supervision of M. N. Hatcher, state 
agent. Thirty full-time agents attended. 

M. H. Bingham, agency secretary; 
J. W. B. Gilbert, manager of the credit 
department, and H. W. McGlynn, man- 
ager of the reinstatement department, all 
from the home office at Winnipeg, led 
the discussions. H. W. Gearey, presi- 
dent of the Merchants National Bank, 
talked on “North Dakota in 1928” at 
the banquet. Wesley MacDowell of 
Marion also gave an address. Plans for 
1928 were discussed. 





Crawford Does Fine Work 


William Franklin Crawford, general 
agent of the Equitable Life of Iowa in 
Chicago, stood second in the entire list 
of agencies for paid for business in 
January. The only office that beat him 
was New York City. C. E. Neal of the 
Crawford agency had the largest new 
business and G. M. Marshall the larg- 
est paid for business. Mr. Crawford is 
one of the outstanding general agents of 
the Equitable who started the company 
on its high road to success in Chicago. 
When he took charge of the business 
in that city the Equitable was scarcely 
known. 


To Address Mutual Life Men 


President David F. Houston of the 
Mutual Life of New York will attend 
the $250,000 Field Club convention 2t 
the Mayflower hotel, Washington, D 
May 18-19. Second Vice-President an 
Manager of Selection White, Second 
Vice-President and Actuary Hutcheson, 
Second Vice-President and Genera 
Counsel Allen will also be present a” 
speak. 
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GREAT NATIONAL IS WRITING 





New Dallas Company Elects Officers 
and Directors—Will at Once In- 
crease Capital and Surplus 





DALLAS, TEX., Feb. 16.—Officers 
and directors of the Great National Life 
of Dallas, a new life company with 
capital of $100,000 and a surplus of $50,- 
000, all paid in, were elected at a meet- 
ing this week. They are: S. J. Hay, 
president; Bert J. Jones, Ernest Ten- 
nant and Sol Dreyfus, vice-presidents; 
Carl C. Weichsel, secretary, and J. B. 
Moor, agency manager. 

The company has already begun writ- 
ing business. Its home office is on the 
third floor of the Dallas National Bank 
building. It was announced following 
the meeting of the board of directors and 
the election of officers that an amend- 
ment to the charter would be asked 
immediately, increasing the capital from 
$100,000 to $200,000 and surplus from 
$50,000 to $100,000. 

All officers directly connected with 
the management of the company are 
men of long life insurance experience. 
The directors and the stockholders are 
among the leading business and profes- 
sional men of the city. 





New Qualification Plan 


The Richmond agency of the Mutual 
Life of New York has established a new 
agents’ department. To qualify as an 
agent one must have established insur- 
ance on the lives of five or more per- 
sons. To those already qualified, Eldon 
D. Wilson, superintendent of agents, 
recommends that their first objective 
be qualification in the App-A-Week 
Club. Agents who have set for them- 
selves a definite goal of one or more 
applications each week and have attained 
their goal have invariably made a suc- 
cess in the insurance business, he says. 
He believes that any agent who is fully 
determined can have at least one appli- 
cation examined each week. 





Cary G. Arnett Speaks 


A life insurance trust meeting was 
held in Louisville, Ky., last week under 
the auspices of the Fidelity & Columbia 
Trust Company. The list of speakers 
included Homer Guck, vice-president of 
the Union Trust Company of Detroit; 
Cary G. Arnett, president of the Inter- 
Southern Life, and Menefee Wirgmap 
vice-president of the Fidelity & Colum- 
bia Trust Company. Mr. Arnett in his 
speech said that most men will not lapse 
their life insurance when it is bought for 
a purpose. 





Indianapolis Life’s Texas Meeting 


Officers of the Indianapolis Life who 
attended a two-day agency meeting at 
Dallas of the Texas representatives of 
the company report a very successful 
Program. Those who attended from the 
home office were Frank P. Manly, presi- 
dent; Joe C. Caperton, second vice-pres- 
ident, and A. L. Portteus, treasurer. A. 
H. Kahler of Peoria, Ill., manager for 
central Illinois, acompanied them. The 
company has four branch offices in 
lexas and about 50 agents attended the 
meeting, 





Grantges on Southwest Trip 


_ Carrying out a policy he established 
in 1927 of “carrying the home office to 
the field,” W. F. Grantges, first vice- 
President and manager of agencies for 
the International, visited Oklahoma 
City Feb. 13, Dallas Feb. 14 and San 
Antonio Feb. 15, 

On this particular trip Vice-President 
Grantges was accompanied by Roy C. 
Oombs, president of the International 
Life, and Dr. E. F. Morgenstiern, vice- 
President and director of personnel, who 
esired to personally extend their ap- 





The competition among 
agencies of Guardian is not 
the competition for volume 
-at-any cost, but an effort 
to excell in percentage of 
insurance gained to insur- 
ance paid for. 
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and Deferred Payment Accident and Health policies. A 
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business obtained from Oklahoma and 
Texas in recent weeks. 

At each city visited a one-day sales 
congress was conducted as part of the 
program for the production of $200,000,- 
000 in new business during 1928. 





Protest Louisville Premium Tax 


Led by William Marshall Bullitt, at- 
torney for several life companies, Louis- 
ville life insurance agents and general 
agents have held several meetings, and 
also appeared before the board of sink- 
ing fund commissioners, to protest 
against the change in the tax on insur- 
ance premiums, calling for $1.25 per $100 
on all premiums collected, whether new 
or renewal. The old law provides for a 
$2.50 tax on new business only, the same 
as is paid by fire and casualty lines. Life 
people have argued that it is unfair to 
go back and tax premiums on old busi- 
ness, written years ago, and on which 
the $2.50 new tax was paid at time of 
writing. They hold that the law was 
complied with at the time the policies 
were issued, and that it could not be 
retroactive on a contract in force. The 
commissioners took the matter under 
advisement. 





Pilot Life Men Entertained 


Roy B. Simpson of Greenville, S. C., 
entertained a number of the home office 
officials and his agents at a luncheon 
of the Pilot Life folks. H. F. Lynch 
was awarded the silver loving cup given 
by Mr. Simpson for the largest volume 
of business produced during the year. 
There were present from the home office 
T. D. Blair, A. M. McGlamery and Bart 
Leiper. 





Trust Banquet at Lynchburg 


Ernest H. Perkins, general agent at 
Richmond for the Provident Mutual, 


was a speaker at a banquet in Lynch- 
burg last week given by the Lynchburg 
Trust & Savings Bank for the purpose 
of stressing the value of entrusting life 





insurance. Mr, Perkins presented the 
insurance viewpoint, while Blanchard E. 
Hiatt, trust officer of the American Na- 
tional Bank of Roanoke, outlined the 
trust company service. More than 100 
bankers, business and insurance men 
attended. 





San Antonio Meeting 


The Southwest Texas Life Under- 
writers Association of San Antonio, 
began a series of eight meetings, Feb. 
14. One meeting each week for eight 
weeks, 

Life Insurance Trusts will be dis- 
cussed. During the period of the meet- 
ings the functions of a trust company, 
and the selling of trusts will be gone 
over thoroughly. 

The meetings are to be held in the 
agency room of the Alamo Life’s new 
home office. O. D. Douglas, manager 
for the Lincoln National Lite, is chair- 





man in charge of the meetings. The 
trust officers of the different banks and 
trust companies will assist Mr. Douglas 
during the meetings. 





March 21 Tennessee Insurance Day 


A committee of insurance men met 
Monday with the forum committee of 
the Nashville Chamber of Commerce to 
prepare a program for Tennessee In- 
surance Day, which will be the forum 
feature March 21. Charles C. Gilbert is 
chairman of the Chamber of Com- 
merce’s forum committee and promises 
a most interesting day for all who at- 
tend. The program is not complete but 
one or two nationally known insurance 
men will be invited to make addresses. 
Among the entertainment features will 
be the luncheon served by the Chamber 
of Commerce. This is Tennessee’s first 
attempt at an insurance day but it is 
proposed to make it an annual affair. 
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PLAN BIG DENVER CONGRESS 





Notable Program of Speakers Arranged 
for Session March 2—More Than 
1,000 Expected to Attend 





More than 1,000 agents from Colo- 
rado, Wyoming and western Kansas are 
expected to attend the eighth annual 
sales congress of the Colorado Associa- 
tion of Life Underwriters, to be held 
March 2. Denver members of the asso- 
ciation are planning to entertain one of 
the largest groups of life men that have 
ever met in the city. 

Included on the program, which is 
not yet entirely completed, will be a 


number of out-of-town speakers of 
prominence. Those who will definitely 
appear are: Roger B. Hull, managing 


director and general counsel of the Na- 





tional Association of Life Underwriters; 
Frank H. Davis, agency vice-president 
of the Equitable Life of New York; L. 
O. Schriver, assistant superintendent of 
agencies of the Aetna Life; John W. 
Yates, Detroit general agent for the 
Massachusetts Mutual Life, and George 
H. Beaudry, actuary of the Capitol Life 
of Denver. 

There will be a number of company 
meetings held by the various mountain 
states agencies the two days preceding 
the convention. The entire day of 
March 2 will be devoted to the sessions 
of the sales congress, which will con- 
clude with a dinner and dance. 

The general chairman of the congress 
is P. L. Pease, agency manager for the 
Equitable Life of New York. Commit- 
tee chairmen are: Curt A. Schroeder, 
Northwestern Mutual Life, program; 
J. A. Culbreath, Manhattan Life, tickets; 
Ernest Orr, arrangements; Mrs. Mar- 





garet Taub, entertainment; Jim God- 
dard, registration; Edward A. Krueger, 
State Life of Indiana, publicity. 





COAST REGIONAL CONVENTION 





Officials of Central Life of Illinois At- 


tend Meeting at Offices of Walker 
Agency in Los Angeles 





The regional agency convention of the 
Central Life of IHinois for the coast 
department was held at the office of 
Matthew Walker, state agent for Cali- 
fornia at Los Angeles. Some 50 agents 
were in attendance. The home office 
officials present were Judge W. H. 
Hinebaugh, president; W. R. Wilson, 
vice-president and manager of agencies; 
Dr. T. W. Burrows, medical director. 

Richard Schattinger, president of the 
California agency organization, presided 
at the business sessions. At the banquet 
State Agent Walker was toastmaster. 
N. T. Truell, associate manager, spoke 
on “The primary elements of success 
from the viewpoint of the agent.” Mrs. 
H. E. Axup, the wife of one of the lead- 
ing agents, spoke on “Why I like the 
life insurance business as a profession 
for my husband.” Miss N. M. Tibbetts, 
agency secretary, had as her subject 
“Christmas throughout the year.” 

The Los Angeles agency led the field 
for 1927, and was awarded the com- 
pany’s championship banner for the 
largest production. 





E. H. Wilkes Given New Duties 


E. H. Wilkes, manager and organ- 
izer of the Sacramente field group of 
the California State Life, has transferred 
to others in the organization a large 
part of his responsibility for personnel 
work and has become general home of- 
fice field representative. He will devote 
much of his time to giving extra sales 
service in the several districts under his 
jurisdiction. 









Indemnity. 


basis. 





in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


ing is here to stay. 


from nearest age 10 to nearest age 60. 


Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent Disability, Premium Waiver and Double 


MINNESOTA 


E are now ready to offer to acceptable men Direct’ Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
Every policy issued by this company: may be sold on the monthly installment 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
Why not investigate? Write direct to the Home Office. 


Serve and Succeed With The 


Springfield Life Insurance Company 


SPRINGFIELD, ILLINOIS 


A. L. HEREFORD 


President 
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C. HUBERT ANDERSON 


Superiniendent of Agencies 
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INVESTIGATE SICK BENEFITS 





Bill Before Virginia Legislature Would 
Make Payments for 52 Weeks 


Compulsory 


RICHMOND, VA., Feb. 15.—Indus- 
trial sick benefit and life companies in 
Virginia rill be investigated if a recom- 
mendation of the house committee on 
insurance and banking is approved by 
the general assembly. It is proposed 
that a commission shall be appointed 
with instructions to investigate and re- 
port its findings at the next biennial 
session. At a hearing before the com- 
mittee last week on the Page bill mak- 
ing compulsory the payment of sick 
benefits for 52 weeks, company repre- 
sentatives opposing the measure said 
that they courted the investigation. 

It was brought out at the hearing that 
one company is paying benefits for 52 
weeks but that most of them pay bene- 
fits for only 13 weeks in any one year. 
Representatives of these companies as- 
serted that they would go broke if they 
had to pay for as much as 52 weeks. A 
representative of a Tennessee company 
told the committee that when his com- 
pany began doing business in Virginia it 
started out by paying for 52 weeks but 
it soon abandoned the practice, realizing 
that it was simply out of the question 
to attempt to continue doing business on 
that basis. 

Delegate Page explained that his real 
purpose in offering the bill was to ascer- 
tain if such companies opposed stand- 
ardization of their policies. 








HONORING PRESIDENT HOGAN 





Agency Force of United States Mutual 
of Chicago Celebrates Notable 
Growth in Past Year 





The week of Feb. 20 has been desig- 
nated as “Hogan Week” by the agency 
force of the United States Mutual of 
Chicago in honor of President Hogan’s 
25th anniversary in the accident and 
health business. For many years this 
has been an annual affair with the com- 
pany and has always been marked with 
great success. The agency force of the 
company has always responded with an 
imcreasing volume of business. In 1927 
the agency force produced during the 
week 3,754 new policies and the agency 
force has set its goal at 5,000 policies 
this week. The United States Mutual 
was organized by Mr. Hogan and the 
company has made a very fine growth 
producing virtually $1,000,000 in indus- 
trial health and accident premiums in 
19227. A. D. Johnson is secretary of 
the company and is Mr. Hogan’s right 
hand man in managing the affairs of 
the institution. Associated with the 
United States Mutual are the United 
"1 Company and the Mid-West- 
ern ite, 





Indemnity Life & Casualty Meeting 


At the annual meeting of the Indem- 
nity Life & Casualty of Indianapolis, 
directors elected were W. W. Dark, O. 
B. lles, W. E. Call, Wallace O. Lee. 
George F. Flagg, Frank B. Flanner, 
Charles Boicourt, Milton K. Foxworthy 
and Fred A. Masterson. W. W. Dark 
was elected president; G. F. Flagg, vice- 
President, and W. E. Call, secretary- 
treasurer. 

The company reports that it has made 
Splendid progress with its health and 
accident department the past year and 
iS now starting its life department, 
which already shows a substantial 
srowth. The company expects to enter 
Some other states this year. 


Had Good Year on Coast 


The Washington Fidelity National re- 
Ports an excellent year’s business in 
1927 on the Pacific Coast, both from the 
Standpoint of premium gains and claim 
*xPerience, according to L. B. Hoge of 








Merchants Life Reaches 10 Million in Admitted Assets 


FINANCIAL STATEMENT 


MERCHANTS LIFE INSURANCE COMPANY 


Des Moines, Iowa 


DECEMBER 31, 1927 


(Basis—Insurance Department Report) 





ADMITTED ASSETS 


LIABILITIES, CAPITAL and SURPLUS 


First Mortgage Loans on Real Kagel TReSGEUO 6. ccccccccssccess $8,860,576.33 
Estate ........ teetetteeeeen $6,172,101.46 Riedel Mee Date... ... 180,149.08 
Loans to Our Policyholders. . = 1,361,524.54 Premiums paid in advance....... 48,505.59 
Bonds—U. S. Government, Munic- 
ae a eos 1,069,430.18 Reserve fer Tames. ...cccccscess 72,176.14 
Cash in Banks and in Office..... 288,087.59 Death Claims Awaiting Proofs... 75,164.00 
SOE HED ccccecenevccscvccees 397,410.68 All Other Liabilities............ 70,399.75 
Interest due and accrued........ 275,344.21 Capital Stock ........ $400,000.00 
Net Uncollected and Deferred 
EE cuinccelatckdeoees 438,338.90 Surplus ............. 505,647.56 
Oe Ge MIs oc dccccwncesece 10,580.89 Surplus to Policyholders........ 705,847.56 
Total Admitted Assets........ $10,012,818.45 ME Wasseeehséseenseeeennan $10,012,818.45 
Paid Policyholders since Organization (1894) ......... $12,158,789.75 
Paid Policyholders during the year 1927 .............. 1,223,409.12 
Approved Securities on deposit with the State of lowa on 
ne aes ub webs eéeeesone 8,550,897.13 
INSURANCE IN FORCE DECEMBER 31, 1927........ $82,864,955.00 


WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice Pres. and Sales Manager 

















A PURELY MUTUAL 


If You Have Knocked 


2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 





You a liberal first year commission. 
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PARTNERSHIP 
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Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 





Onto - Inprana - Micuican - Kentucky - Pennsytvania 
; West Vircinia - Texas - Oxtanoma - Cauirornia - ILurnors - lowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 
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SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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Throw Away the 
Old-Fashioned Card Index 


“Life Insurance agents are 
too busy, too emergetic, to 
longer put up with old- 
fashioned , card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register,” says the 
Spectator, the well-known 
eastern insurance journal. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
| never could find! All the in- 
formation needed to analyze 
your client’s life insurance, 
to answer his every question, 
can be secured in a moment. 


It is easy, too, to keep tab of 
the Birthday dates of your 
policyholders. 


The last word in life insur- 
ance records—at the lowest 
price! That is what we offer 
you. For the Life Insurance 
Register is priced at $7.25. 
Think of it—a _ loose-leaf, 
well-bound, stamped-in-gold, 
post binder, sheets for 450 
accounts and the greatest 
system ever devised for 
keeping a real record of your 
life insurance business—for 
$7.25. You must get full de- 
tail and examine sample 
sheet of the register. That’s 
why we want—urge—you to 
use the coupon NOW. 


Accurate Loose Leaf Co. 
NEW YORK CITY 





Accurate Loose-Leaf Co., 81 1 Nassau Street, New Y York City, N. Y. 
bay = Bae send sample sheet and complete information on the Life Insur- 
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UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Ordinary Life 5000 > Contract. 
Personal Life Monthly Income for rejected risks. 
Children's policies f ea ational’ purposes roma yy 
n’s ‘or jucat from Age 1 day to 16 
Total and on ” legs ea 
yo 7 Indemnity ak paying = the face of policy im case of accidental 
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These and many other new and unique features make 
“The Columbia” attractive to men. “ 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
HAS ATTRACTIVE AGENCY OPENINGS IN TEXAS 


Now available for consideration by capable men of high char- 
acter and satisfactory records of successful experience. Very 
liberal contracts and unusually attractive forms of policies. 
Houston and Amarillo territories open for General Agencies. 
Also a number of district agencies. If interested, communi- 
cate with 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 














San Francisco, vice-president and Pacific 
Coast-manager. Premium income from 
this territory was in excess of $500,000, 
including commercial and _ industrial 
business in the three Pacific Coast states 
and railroad business on important rail 
systems as far east as the Rocky Moun- 
tains. 

Sam H. Cox of Portland has been ap- 
pointed general agent of the company 
for northern Oregon. Forge & Philippi 
of Salem, Ore., will represent it in south- 
ern Oregon. 





Rule Out 90-Day Limit 


The provision contained in accident 
policies of the extremely limited and 
low premium type, issued by a number 
of companies, to the effect that there is 
to be no liability unless death occurs 
within 90 days of the accident, was held 
inoperative, so far as a strict construc- 
tion is concerned, in a decision just 
handed down by the Ohio Court of Ap- 
peals for the eighth district. The deci- 
sion was given in the case of Jankoskis 
vs. New York Central Railroad Mutual 
Relief Association. 

In this case the insured died on the 
92nd day after he was hurt. In re- 
versing the municipal court of Cleve- 
land and remanding the case for further 
action, the court said: “The party ap- 
parently died as soon as he could, and 
as the accident happened and the death 
resulted from it, and the premium was 
paid to provide for just such a contin- 
gency as arose in this case, we think 
there is no reason why the plaintiff 
should not be entitled to recovery.” 





Made Gain Despite Flood 


The First National Life of New 
Orleans, which writes health and acci- 
dent and industrial life, operating only 
in Louisiana, showed a 10 percent in- 
crease in premium income last year over 
1926, in spite of flood conditions. Its 
surplus at the end of the year was 
double that for the previous year. 


Ramey Ends Southern Tour 


J. F. Ramey, secretary of the Wash- 
ington Fidelity National, has returned to 
the home office in Chicago after an ex- 
tended tour of the company’s southern 
division offices, having visited Tennes- 
see, Mississippi, Louisiana, Texas and 
Oklaboma. 








National L. & A. Promotions 


Superintendent Joseph Leibov of the 
Chicago Wo. 2 district of the National 
Life & Acciden* was promoted manager 
of Chicago No. 3, succeeding J. E. Lewis, 
who is now a northern supervisor. W. B. 
Bean, superintendent at Lexington, has 
been promoted to manager in Dayton, 
succeeding F. Koehler, who has also 
been advanced to supervisor. J. A. 
Mullen of Akron has been promoted to 
superintendent in Cieveland. J. C. Faw- 
ecett of Fort Smith has been given a sup- 
erintendency in Shreveport and O. N. 
Ashley of Murfreesboro is now superin- 
tendent there. 


McDowell Joins Commercial 


NEW YORK, Feb. 16.—George L. Mc- 
Dowell has been appointed underwriter 
for the group department of the Com- 
mercial Casualty of Newark. Mr. Mc- 
Dowell has been with the group depart- 
ment of the Metropolitan Life for the 
past five years, and he is fully versed 
on the underwriting problems of group 
disability insurance. 


Principal Sum Is $5,000 


In describing the “Flyer” policy issued 
by the Northwestern Life & Accident 
ef Seattle, the principal sum was given 
as $2,500. It is $5,000 for automobile, 
transportation or yachting accidents and 
$1,000 for aircraft injuries. 


Brown Goes to Nashville 


A. D. Brown, for some time manager 
of the Jackson, Miss., district of the In- 
terstate Life & Accident, has been pro- 
moted to associate manager of the Nash- 
ville district, the largest district of the 
company. Mr. Brown was located for 
several years in Nashville. 














American Bankers Southern Meeting 


Division managers of the American 
Bankers from six southern states met 
at Chattanooga, Tenn., last week. Ten- 
nessee, Kentucky, North Carolina, 
South Carolina, Georgia, Florida, Missis- 





















































Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and _ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


Name 


Address 


Great Northern Life 


Insurance Company 
110 S. Dearborn St. 


Chicago 
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sippi and Louisiana were represented. 

R. ¥. Rowe, secretary and agency di- 
rector, and H. H. Jones, assistant secre- 
tary and agency manager of the or- 
dinary iife department, were present 
from the home office. 





through him, and he had accepted the 
certificate upon the express stipulation 
that he should be bound by the laws, 


rules and regulations of the order which | 


it should at any time adopt.—Coffey vs. 
Maccabees., Sup. Ct., Penn., West Dist. 
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FRATERNAL OFFICIALS MEET 





Various Sections of National Fraternal 
Congress Will Hold Sessions in 
Chicago Feb. 22-23 





Executives of fraternals aligned with 
the National Fraternal Congress of 
America will hold a two-day conference 
at the Hotel La Salle, Chicago, Feb. 
22-23. This has been an annual event 
since 1916. The presidents, secretaries, 
medical directors, lawyers and editors 
will have group meetings, and the Fra- 
ternal Actuarial Association will meet 
Feb. 21. 


WHll Discuss Non-Medical 


A. W. Frye, supreme commander of 
the Maccabees, is president of the Presi- 
dents’ Section. He announces that the 
presidents will discuss non-medical ap- 
plications, mergers and the problems of 
organizing a field force. W. P. Coler, 
actuary of the Maccabees, has compiled 
all of the available arguments for or 
against non-medical business and will 
present them at the meeting. It is 
a live subject in fraternal ranks, as 
the National Fraternal Congress has ap- 
pointed a committee to study the topic 
and present a report to the annual con- 
vention at Toronto in August. George 
W. Miller, Chicago attorney, is chair- 
man of this committee. 


Dunn to Talk on Mergers 


E. J. Dunn, of Chicago, vice-presi- 
dent of the congress and president of the 
Loyal American Life Association, will 
talk on mergers. He will cover the sub- 
ject from a general standpoint, not con- 
fining it either to mergers of societies or 
of mergers of societies and companies. 

“Organizing a Field Department” will 
be the subject of a paper by C. M. Bis- 
cay, manager of the ordinary department 
of the Western & Southern Life. 

Miss Frances D. Partridge, secretary 
of the Woman’s Benefit Association and 
president of the Secretaries’ Section, 
announces a program that will take up 
chiefly the problems of life office man- 
agement. 

Dr. A. D. Cloyd, medical director of 
the Woodmen of the World and presi- 
dent of the Medical Section, says that 
the chief topic of that section will be 
the changes in recent years of the im- 
pairments considered in selecting lives 
as insurance risks. 

The Fraternal Society Law Associa- 
tion will meet at the Hotel Sherman. 
Its program consists of papers studying 
the decisions of courts on fraternal in- 
surance. 





Fraternal Decision Given 


Defendant is a fraternal and action is 
brought on a benefit certificate issued 
it to John H. Coffey, plaintiff's 

Plaintiff continued to pay as- 
Sessments and dues on the certificate 
until May, 1922, when John H. Coffey 
was suspended from the organization 
for failure to have reported his where- 
abouts with his postoffice address to de- 
fendant in accordance with the require- 
ments of one of its by-laws. A section 
of the by-laws of the association 
adopted in 1904 provides, “Any member 
who shall abscond, remove, or depart 
from his home or last place of residence, 
and remain away for a period of one 
year,, and not report ‘to the record 
keeper of his tent, his location, with 
Post office address, shall thereby forfeit 
his membership, and his certificate shall 
— null and void.” This by-law 
Con adopted the year before John H. 
his 7 left home and twelve years before 
1916. nereabouts became unknown in 

- This law of the society bound 





John HH. Coffey and those claiming 


CAREFUL SELECTION VITAL 


Says Greatest Evil in Industrial Field 
Is Careless Employment of 
Agents 





The greatest evil in the industrial 
field, said an industrial manager the 
other day, is the careless employment of 
agents and poor selection of agency 
material. Some companies will open a 
new district, and send in a superintend- 
ent unaided and alone to build up a 
debit. He will put ads in the want col- 
umns of the daily newspapers for agents 
and in a few weeks will have a force at 
work. The result is that a host of 
troubles soon confront him. Agents de- 
velop shortcomings and _ irregularities 
with the result that most of them re- 
tire, after having cost the superintendent 
and company both grief and money. The 














Penn Mutual Expansion 


Practical plans for increasing the membership of our 
General Agencies in every part of our national territory will 
soon be put into operation. Our man-power is to be ex- 
panded numerically, 


Vincent B. Coffin, Director of the Life Insurance 
School of New York University, has been appointed 
Director of Education. This assures to PENN MUTUAL 
Agents an educational system of unexcelled profitableness 
to them. Our man-power is to be expanded educationally. 


In our well-equipped ranks are places for capable and 
industrious men and women. Consult our nearest General 
Agent. Come with us and prosper! 


The Penn Mutual Life Insurance Company 
Independence Square, Philadelphia, Pa. 
Founded 1847 























National Underwriter Company, 1362 Insurance Exchange, Chicago. 


" @ text and review book with quiz supplement. 61.46 The 
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Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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“Business couldn’t be worse, Joe! I haven’t earned enough 
commission this month to keep me in cigarettes. 

“There's no off season for me, Walt, since I signed my Reliance 
Life contract. People buy Perfect Protection when you can't 
interest them in life insurance.” 
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DO YOU-— 


W E will publish a 40 page Keep in close con- 
magazine exclusively for tact with your best 
you containing four pages of [ist of prospects, your 
advertising copy devoted to 14 policy-holders? 
you and your company. 

Cheaper than circular letters. 
The most efficient and economical means of maintain- 
ing close contact with your clients. 


Write for sample copy and detail of plan. 
HEALTH EXTENSION SERVICE 


INCORPORATED 
1004 Marquette Ave., Suite 206, Minneapolis, Minnesota 
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You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 NASSAU STREET NEW YORK, N. Y. 














business written by these agents is of a 
poor quality and lots of it goes off the 
books. If the superintendent had gone 
into the same field with four or five 
tried agents as a nucleus around which 
to build, it would be quite different. 


Study Previous Records 


Industrial companies are coming more 
and more to scrutinize the previous rec- 
ords of their new men and study their 
real adaptability to the business before 
engaging them. With some of the bet- 
ter companies it is becoming difficult to 
secure a job as an industrial agent. The 
result is that the superintendent is on 
solider ground, his district starts to pro- 
duce ordinary at once, his better agents 
are satisfied with their environment and 
the men with whom they have to work 
and the whole business is kept on a 
higher plane. Men coming into the life 
insurance business are commencing to 
realize that for many of them at least 
the industrial field is a better way to 
enter than through the ordinary field. 
They get the benefit of the discipline 
and supervision of the industrial system, 
the house to house or neighborhood 
canvass gives them a definite objective. 
Of course the increasing prosperity of 
the industrial classes is a great help 
in making industrial a better business. 
But the intelligent selection of men is 
an important requisite to taking advan- 
tage of present-day industrial opportu- 
nities. 


NEWS OF THE PRUDENTIAL 
W. J. Pianowski Becomes Superintend- 
ent of Chicago District No. 7— 
Other Activities in the Field 





Walter J. Pianowski, formerly assist- 
ant superintendent of Chicago No. 7 of 
the Prudential, has been promoted to the 
superintendency of Chicago 6. He be- 
gen his service with the company April 
4, 1916, as an agent in Chicago 7. He 
served in this capacity until his promo- 
tion te assistant superintendent on April 
3, 1922, in the same district. 

The record of Frank Manadise, of the 
Washington, Pa.—Charleroi—office, is a 
splendid illustration of the possibilities 
of the life insurance business. He has 
been in the service since Jan. 7, 1918. 
During 1927 he was credited with an 
industrial net increase in three figures 
and an ordinary net issue that was more 
than enough to earn him a merit but- 
ton. Furthermore his arrears percent- 
age was only 19. His record shows an 
issue of 8.2 industrial policies per week 
and with three exceptions he received 
special salary every week during the 
year. In the ordinary branch he placed 
every policy that he wrote, not a sin- 
gle “not-taken” policy being charged 
against him. He is a very busy man, 
but he found time to learn four lan- 
guages, all of which aids him in his 
canvass. 

January was a most successful one 
for Assistant Superintendent E. W. En- 
man of St. Johnsbury, Vt.: Assistant 
Superintendent A. Guerrieri, New Haven, 
Conn., and Assistant Superintendent F. R. 
Miller, Jr., Albany, N. Y., who finished 
in the order named for leadership in 


i the industrial branch. The leading 


agents were Agents L. Santarsiero, 
Bridgeport, Conn.;: C. R. Parsons, Hart- 
ford, Conn., and G. R. Paine, St. Johns- 
bury, Vt. 


ANNOUNCE MANY PROMOTIONS 
John Hancock Mutual Has Made a 
Number of Changes Affecting 
the Men in the Field 





The following have been promoted 
from the rank of agents of the John 
Hancock Mutual to assistant superin- 
tendents in the districts of their service: 

Thomas H. Cummings, Hyde Park; 
Julius Meyer, Chicago III; Henry A. 
Stoldt, Stamford, Conn.; John C. Russell, 
Albany; William H. Jewett, Patchogue, 
N. Y.:; Louis H. Mann, Toledo, Ohio; 
Stanley E. Lewis, Grand Rapids, Mich.; 
Jacob M. Block, Chicago V; John F. 
Zimmer, Springfield, T1l.; Quincy G. Pres- 
ton, Dayton, Ohio; Alphee D. Brun, Flint, 
Mich.: Harold J. Cutting, South Bend, 
Ind. (LaPorte Det.); William H. Daley, 

































Forty-One Years 
Old This Year 


Such is the Provident. 
Founded in 1887, ony 
passing year has contrib- 
uted its rich seasoning of 
experiences to the greater 
usefulness of this old, re- 
liable company. 



















And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal 
youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Com- 
mercial Monthly Pre- 
mium and Pay Order 
Plans. 


General Agency Openings 
in 


Towa 
Illinois 
Indiana 
Ohio 
and 


Pennsylvania 





Write today for particu- 
lars about our liberal 
agency contracts. 


Fel ROVIDENT LIFE 


and ACCIDENT INSURANCE 
COMPANY 


of Chattanooga, lenn 
Mas 1887 sontrrinst rear 1929: 
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Jr., Hartford; Charles O. Olson, Detroit 
1; Francis R. Christiano, Auburn (Gen- 
eva Det.); Max Nussbaum, Chicago V; 
William E. Quinham, Lancaster, Pa.; 
Hyman Friedman, Pittsburgh III; Floyd 
L. Dugger, Des Moines, Ia.; Carl Mile- 
ton, Elizabeth, N. J.; William J. Mc- 
Carthy, Cohoes, N. Y. (Mechanicsville 
Det.). 

Those promoted and transferred are: 
David C. Adler, from agent at Utica, 
N. Y., to an assistant superintendent at 
Baltimore II; John J. Jebavy, from agent 
at Flint to an assistant superintendent 
at Detroit V; Colin F. Tait, from agent 
at Trenton, N. J., to an assistant super- 
intendent at Pittsburgh III; Solomon 
Davis, from agent at New York V to an 
assistant superintendent at Hempstead, 
L. I.; Moe Zeller, from agent at New 
York I to an assistant superintendent 
at Newark, N. J. 

Assistant transferred: William E. 
Bunter, from Patchogue, New York, to 
Hempstead, L. I. 

Other changes: Woodard J. Morgan, 
from assistant cashier at Chicago I to 
eashier at Chicago VII; Thomas A. Jen- 
nings, from assistant superintendent to 
claim adjuster and application inspector 
at Detroit I; Harold J. McLaughlin, from 
eashier at Concord, N. H., to cashier at 
Lynn, Mass.; Waino F. Paakkari, from 
assistant cashier at Fitchburg, Mass., to 
eashier at Concord, N. H.; John P. O’Con- 
nell, from assistant superintendent at 
Hartford, Conn., to home office sales re- 
search department. 





New Company in New Orleans 


The Independent National Life of New 
Orleans, with offices at 401 Canal Bank 








building, which started business Jan. 9 
of this year, writing industrial life, 
health and accident, has already built 
up a $400 debit in New Orleans. It is so 
far operating only in that city but will 
eventually cover the whole state of 
Louisiana. It is a mutual company, 
operating on the legal reserve basis. 

J. L. Tomes is president; A. T. Pan- 
coast, vice-president and general mana- 


ger, and Tilman J. Falgout, secretary- 
treasurer. Mr. Pancoast, who is the 
main factor in the new company, was 


with the New Orleans district office of 
the Life & Casualty as assistant mana- 
ger and claim adjuster for five years. 





Pushing Industrial Business 


The Liberty Life of Chicago, a Negro 
company, is now meeting with great 
success with its new industrial life or- 
ganization in its home city. The Liberty 
conducts an agency school every morn- 
ing, training both ordinary and indus- 
trial salesmen. It expects to push its 
industrial organization in Chicago and 
get it perfected before it starts in any 
other city. 





Thornton Made Superintendent 


David C. Thornton has been appointed 
superintendent of the Western & South- 
ern at Aurora, Ill. 


W. G. Gabriel, father of A. G. Gabriel, 
general agent of the Midland Mutual 
Life at Detroit, wrote $400,000 during 
the first two weeks of February. The 
Midland reports business running con- 
siderably ahead of 1927 for the first 
month and a half of the new year. 








NEWS ABOUT LIFE POLICIES _ 








PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “‘Unique Manual- 
Digest” and “Little Gem,”” Published Annually in May and April respectively. 
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Oregon Life 


The 1928 dividends of the Oregon Life 
will be on the basis of the scale in use 
since 1926. For some time the Oregon 
Life has issued a special whole life and 
an endowment at 85. The limited pay- 
ment forms have been on the whole life 
basis. A short time ago these limited 
payment forms were changed to endow- 


ment at 85 and premiums reduced. 
Rates are: 

20 Pay 15 Pay 20 Pay 15 Pay 
Age End. 85 End.85 Age End. 85 End. 85 
15....$30.45 $25.34 40....$47.64 $39.96 
20.... 32.32 27.22 45 53.70 45.44 
25.... 35.46 29.51 50 61.46 52.95 
36.. 38.76 32.30 55.... 71.52 63.23 
35.... 42.75 35.70 60.... 85.13 77.7 


Midland Mutual Life 


The Midland Mutual Life has recently 
increased its age limit from 60 to 65. 
A supplement to the rate book was is- 
sued as of Jan. 1, showing the increased 
premiums, cash and paid up extended 
values, as well as the dividends for ages 
61 to 65. The company has recently 
revised and -lowered its rates on single 





premium policies without changing the 


dividend scale. Recently the company 
issued a two-year single premium en- 
dewment and a number of sales have 
been made on this new policy form. 
One applicant at Marion, Ohio, bought 
$50,000. The company pays 5 percent on 
policy proceeds which makes this policy 
form an attractive investment with the 
privilege of having the proceeds paid 
under installment options. 


Bankers Life, Nebraska 


The Bankers Life of Lincoln, Neb., 
will maintain the same dividend scale 
for 1928 which was used in 1926 and 
1927. 


Mutual Trust Life 


The 1928 dividends of the Mutual 
Trust Life are to be paid on the basis 
used since 1924. 


American National, Texas 


Ordinary life and 20-payment life 
forms of the American National of Texas 
have been changed to endowments at 
85 without an increase in rates. 
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BUFFALO BODY IN MEETING 


Charles M. Newcombe of Cleveland 
Gives Address on “Fear”—Attend- 
ance Heavy 


BUFFALO, Feb. 16.— Charles M. 
Newcombe of Cleveland was the speaker 
at the February luncheon of the Buffalo 
Life Underwriters’ Association. More 
than 100 members and guests attended. 
Mr. Newcomb spoke on “Fear,” which, 
he asserted, is divided into five kinds, 
lear of accident, disease, loss or dis- 
Pleasure of associates, of failure and of 
the unknown. 

Antidotes for fear, Mr. Newcombe 
said, are knowledge, right habits, and 
faith in self, fellow man and God. How 
the insurance man my use to advantage 





the knowledge that all men possess these 
fears in greater or less degree was dis- 
cussed by the speaker. 


WIHll Address Students 


Carrying the campaign of insurance 
education into the schools of the city, 
officers and directors of the Buffalo as- 
sociation plan a series of addresses be- 
fore students of Buffalo and vicinity. 
F. A. G. Merrill, association director, 
spoke before 1,500 students of the tech- 
nical high school in one of these ad- 
dresses. 

“Bank savings accounts, life insurance, 
home ownership and sound investment 
securities are the certain road to finan- 
cial independence,” Mr. Merrill said. He 
cited figures to show how life insurance 
forms the bulk of estates in this country 
and how more and more it is being pur- 
chased as a safeguard against old age 
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dependency. Mr. Merrill was introduced 
by David H. Childs, principal of the 
school. 
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RECORD MEETING AT BOSTON 


Congressman Davey Tells “Why He 
Carries $1,000,000 Worth of 
Insurance” 


BOSTON, Feb. 16.—Congressman 
Martin L. Davey, of Kent, O., head of 
the Davey Tree Expert Company, told 
a_record meeting of the Boston asso- 
ciation 


the _reasons “Why I Carry 
$1,000,000 of Life Insurance.” It was 
the first “smoker” held by the asso- 


ciation this year and President Stanford 
W right presided. All of Mr. Davev’s 
insurance is 20 year endowment, and he 
is believed to be one of the youngest 
men to carry this amount of endow- 
ment insurance. 

“T bought endowment insurance.” said 
Mr. Davey, “in order to combine a sink- 
ing fund with protection for my family. 
I am interested in building up a cash 
reserve in case of emergency. In my 
opinion life insurance represents a tre- 
mendous force for the betterment of 
civilization. I see in it recognition of 
a man’s responsibilities, an acceptance 
of the standards of civilization, and I 
believe that the purchase of life insur- 
ance springs from the finer instincts of 
mankind. 

_“T believe that life insurance is man- 
kind’s best friend. It is the great stab- 
ilizer, the great shock absorber of 
modern civilization, it steadies business; 
it makes sure the continuance of the 
family even though the breadwinner has 
passed on. Life insurance is love made 
tangible, it allows widows to remain 
mothers, and children to grow up to be 
the kind of boys and girls there fathers 
intended them to be.” 
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West Texas—The 
the West Texas 
at Abilene with 


regular meeting of 
association was held 
representatives from 
every section of the district in attend- 
ance. Round table discussion of field 
experience, led by Miss Susan Pope, fea- 
tured the meeting. Short talks were 
made by B. C. Rogers, H. B. Carlton, J. 
Lee Bell and C, A. Creagh. FE. W. Curtis, 
vice-president of the association, pre- 
sided in the absence of President H. L. 
Skinner. 

A report on the thrift week campaign 
recently sponsored by the association 
revealed that excellent work was done 
by members of the organization 
that line. 

* * * 


Binghamton, N, ¥.—Stewart Anderson, 
manager of the Penn Mutual Life bureau 
of field service, will be the speaker at 
the meeting of the Binghamton under- 
writers Feb. 20. Mr. Anderson prepared 


the advertising material for National 
Life Insurance Day in which life in- 
surance was described as “the great 


magician.” And that will be the title of 
his address. He will make a survey of 
the wide variety of modern life insur- 
ance service, contrasted with the service 
of 20 years ago, the address being built 


especially for the hearing of younger 
rmembers of the life underwriting pro- 
fession. 

x * * 

Richmond, Va.—In a talk before the 
Richmond association at its February 
luncheon-meeting, J. FE. Woodward, star 
producer for the Travelers in this city 


and a former president of the associa- 
tion, urged that agents cut out premium 
paper and get down to a cash basis. He 
stopped taking notes two years ago, 
and if he had to get back on a note basis 
he would quit the business, he declared. 
In 1926 and 1927 he made more money 
than he ever did taking notes in pay- 
ment of premium. Since he went on a 
cash basis, nearly all the business he 
has sold has been payable quarterly. He 
finds that it is easier to collect the cash 
on this basis than it is when premiums 
are paid semi-annually or annually. 

Mr. Woodward also urged that agents 
stop talking cost of life insurance. In- 
stead they should talk life insurance, 
stressing the needs which it fills and 
pointing out that policies carry cash 
values just like savings accounts in 
banks. 


|in his opinion, by 


+ ance 





| have been taken in by 


along | 


| which 


|} monthly 
| Texas 


An agent can achieve the best results, | in its second year of organization, has 


”) 


getting on a daily 
production basis. He started out with 
an annual production goal. Finding this 
unsatisfactory, he dropped to a monthly 
goal and then to a daily goal. 

When he first went on a daily produc- 
tion basis, he fixed his goal at $20 a day. 
Now he estimates that his time and 
efforts are worth double that amount. 

President Ralph Harrison announced 
that Roger B. Hull, managing director of 
the National association, has promised to 
address the April meeting. Resolutions 
on the recent death of Arthur P. Wil- 
mer, general agent fot the Life Insur- 
Company of Virginia and a for- 
mer president of the association, 
adopted 

* * * 

Houston, Tex.—Roger B. 
York, managing director and general 
counsel of the National Association of 
Life Underwriters, was the chief speaker 
at the last regular meeting of the Hous- 
ton association. He discussed the plans 
and the purposes of the National asso- 
ciation, told of the work it is doing and 
of the cooperation given it by the vari- 
ous local and state organizations and 
expressed the belief that in a few years 
the number of local organizations would 
be doubled because of their actual need 
in the education of the public to the 
purposes and intents of the companies 
and the life insurance agents. 

The meeting was one of the best at- 
tended the association has held for some 
time The organization plans bringing 
a number of nationally known speakers 


Hull of New 


to Houston for addresses during the 
year. 

x * * 
Des .Moines—J. S. Fabling. Denver 
general agent for the Pacific Mutual 


Life, will be the speaker at the monthly 
meeting of the Des Moines association 
Feb. 18. His subject will be “The Mod- 
ern Service of the Life Underwriter.” 
The date of the regular meeting was 
changed so that he could be secured 


x* * * 


Almost 50 new members 
the Colorado as- 
direct result of the pub- 
organization has gained 
through its essay contest for school 
children which closes March 1 Prizes 
totaling $200 are offered by the associa- 


Colorado — 


sociation as a 
licity that the 


tion to successful contestants 
z= * * 
Chieago—The Chicago association will 


hold its 
in the La 


next regular’ monthly meeting 
Salle hotel ballroom March 22. 
This meeting will mark resumption of 
the regular monthly sessions following 
the series of joint meetings held bv the 
association and the Northern Trust 
Company of Chicago 

x * * 


Davenport, ta.—Paul A. Tornguist of 


the First National Bank of Davenport 
will be the sneaker at the Feb. 18 meet- 
ing of the Davenport association His 
subject is “Trusts, Including Life Insur- 
ance Trusts.” The association will hear 
the following speakers at future meet- 


ings. M. A. Linton, vice-president of the 


Provident Mutual Life: Hugh DP. Hart, 
vice-president of the Penn Mutual Life, 
and A. N. LaPorte, member of the Life 
Institute, who will speak under the 
auspices of the National association 
The annual sales congress of the or 
ganization is scheduled to he held in 
May 
x* * * 
Duluth, Minn.—Optimism regarding 


the outlook for business in this city dur- 
ing the spring months was expressed 
at the monthly meeting of the Duluth 
association Several new field men in 
this city were elected to membership. 
now stands at the highest firure 
in the history of the association 
* * * 

Antonio, Tex.— The regular 
meeting of the Southwest 
association was a dinner in honor 
Hull, managing director of 
association, and San An- 
The dinner was at- 
tended by 57 life underwriters and 11! 
trust officers. A. C. Bigger, president of 
American Life of Dallas, was present as 
guest of Graham Dowdell, president 


San 


of Roger B 
the National 
tonio trust officers. 


Alamo Life 

Major Hull gave the address of the 
evening, “Can the Life Underwriter Go 
Tt Alone?” He referred also to the 


rapid development of the association and 
the interest and activity being manifest 
in continued progress. There are nearly 
260 such associations in as many cities 
in the United States. 

The Southwest Texas association, now 


were | 
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You Can Sell 


Continental Policies because they 
cover all lines of modern Life 
', Insurance, including 


Participating 

Non-Participating 

Non-Medical 

New Policies for Children on Annual Dividend Basis 


Business Policies 
Sub-Standard 


Accident & Health 
Group 
Salary Savings 


- gical Operation Benefits, Double Indemnity. 
Age 5. 


be exchanged for annual dividend policies at end 
twenty years without additional cost. 


instalment settlements. 


We have openings for General Agents 
at various points in our 36 states. 


Write us frankly what territory you would like, 
and we will let you know whether it is open. 


Agency Department 


Continental Life 


Insurance Co. 


Continental Life Building 
SAINT LOUIS 
Ed Mays, President 








Disability Benefits, Dismemberment Benefits, Major Sur- 
Age Limits Birth to 65, Full Insurance Benefits from 


All Non-Participating Life and Endowment Policies may 


Favorable Rate of Interest allowed on trust funds and 


of 
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UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
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De your fellow agent a good turn—get him 
quainted with The. National Underwriter, the 


| insurance newspaper. 
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57 members. A goal has been set for 
75 members before June 1. 

John E. Mitchell, the Jefferson Stand- 
ard Life, is president of local associa- 
tion; C. C. Dyer, Southland Life, vice- 
president, and John Gaston, Interna- 
tional, secretary. Members of executive 
committee are Parke Houston, Interna- 
tional Life; Harry D. St. John, Alamo 
Life; O. D. Douglas, Lincoln National; 
H. V. Weise, Bankers Life, and G. G. 
Snow, Jefferson Standard. 

* * * 

Champaign, Ill.—Henry K. Schoch, as- 
sistant general agent of the Aetna Life 
in Chicago, addressed the Champaign 
association on “Sales Plans and Planned 
Sales.” Mr. Schoch emphasized the cur- 
rent methods of the larger producers to 
sell things that are made possible 
through the medium of life insurance 
rather than selling the policy itself and 
figures connected with it. He stressed 
the point that life insurance men must 
be well acquainted with current business 
tendencies so that they can intelli- 
gently discuss ones business situation 
and make recommendations as to how 
life insurance will assist them in work- 
| ing out their plans. 

* 





*x * 

Cleveland—‘“Salesmanship” was the 
theme of an address before the Febru- 
ary meeting of the Cleveland associa- 
| tion by Edward S. Jordan, president of 
| the Jordan Motor Car Company. 

Recently a book publishing concern in 
the east wrote Mr. Jordan asking him 
to consent to write a book on salesman- 
ship. Mr. Jordan replied that he was 
afraid such a book would be rather dis- 
appointing, as it would contain but about 
50 words. 

“Here,” said Mr. Jordan, “would be the 
text of the book which I would write: 
First, study and master the English lan- 
guage. Second, know the product or 
commodity you are selling thoroughly. 
Study it continually. Third, work hard 
—not just five or six hours a day, but 
12, 13, 14 or 16 hours if need be. I 
know no other recipe for success. All 
that I have learned and all that I have 
read about salesmanship can be boiled 
down into these three simple points.” 

*x* * * 

Detroit—The Detroit life underwriters 
held their regular monthly meeting Fri- 
day with a large attendance. The as- 
sociation was very successful in getting 
a large number of new members in 1927 
and this year has signed up 45 new 
members, Guy A, Reem of the member- 
ship committee reported. There are 
now 380 members of the Detroit asso- 
ciation. As the program for this meet- 
ing was arranged by the Connecticut 
General Life, Carl Bailey, general agent 
at Detroit, introduced as the speaker 
John M. Laird, secretary of the Connect- 
icut General, who gave the principal 
address. 








x * * 

Ohio—The Ohio state association is to 
hold a meeting in Columbus March 8. 
The Columbus sales congress has been 
set for the preceding day. 

*x* * x 

Los Angeles—“Religion and the Life 
Insurance Man” will be the subject of 
an address to be delivered at the Feb- 
ruary luncheon-meeting of ‘the Los 
Angeles association Feb. 20, by Rev. 
G. A. Briegleb, pastor of St. Paul’s Pres- 
byterian Church, 


LIFE MEN AT TRUST 
COMPANIES’ MEETING 
(CONTINUED FROM PAGE 15) 
pany of St. Louis and chairman of the 
trust companies’ committee on insurance 
trusts, when he insisted that the bank- 
ers must cooperate with the life under- 
writers and not seek to encroach upon 
the functions of the latter, the primary 
purpose of life insurance being the cre- 
ation of an estate and that of the trust 
companies its conservation. These sen- 
timents were cordially endorsed by the 





life men, each of whom expressed com- 











plete sympathy with the cooperative 
idea, instancing numerous ways whereby 
this could be made effective. 


Adams Pledges Aid 


Mr. Adams particularly was emphatic 
in pledging the aid of the organization 
with which he is identified, holding that 
through close cooperation between the 
two interests not only would the life 
companies and the trust organizations 
benefit, but the fundamental idea of in- 
surance would be more effectively 
served. 

Mr. Madden pointed out that vast as 
is the aggregate of life insurance car- 
ried by citizens of this country, the 
average policy is but $2,600, manifestly 
too small a figure to warrant the cre- 
ation of a trust fund. He appreciated, 
however, that in spite of the numerous 
settlement options afforded by the life 
policy of today, in many cases peculiar 
conditions warrant the establishment of 
trusts, and said that this could best be 
done by the financial corporations. No- 
tably, he asserted, is this true where 
money is left to charities of various 
kinds. The work of an agent does not 
conclude, Mr. Madden holds, with the 
writing of a policy, but he should in 
addition see that the assured selects the 
particular option or combination of 
options required for the especial needs 
of the beneficiary. He advised further 
that the same subject be given careful 
thought by the financiers. 


Myrick Expresses Appreciation 


Mr. Myrick expressed his high appre- 
ciation of what the trust companies of 
the country have done and are doing to 
popularize the sale of life insurance, de- 
claring that the field men in turn are 
aiding upon all proper occasions to ad- 
vertise the merits of trust funds. He 
made it very clear, however, that there 
should be no encroachment by either 
upon the strict field of the other. 

According to Mr. Ganse, fully 75 per- 
cent of the estates of the country are 
left in poor shape; that is, some essen- 
tial element in their conservation has 
been lost through failure of the decedent 
to make proper provision for the han- 
dling of funds. Much might be done by 
the financiers to correct this condition, 
and he urged that both underwriters 
and bankers seek a workable program 
to further the attainment of the desired 
end. 

Trust Man Tells of Results 


An admirable talk was made by 
Gwilvm A. Price, trust officer of the 
People’s Savings Bank & Trust Com- 
pany of Pittsburgh, who detailed the 
highly satisfactory results accruing 
through the cooperation obtaining in, 
that city between the life men and the 
trust company representatives. The 
bankers listened with the closest atten- 
tion to the talks of the life underwrit- 
ers, asking numerous questions from 
certain of the speakers, and generally 
displaying a most sympathetic interest 
in the cooperative idea. 


Globe Life in 17 States 


The Globe Life of Omaha has just 
been admitted to California, Idaho and 
Arizona. The company is now author- 
ized to do business in 17 states. It was 
incorporated Nov. 1, and has been in 
operation since about the middle o! 
December. 


You have no business more important 
than the solvency of your estate and the 
safety of your family. Take time to lis- 
ten to the insurance agent. 
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C. BR. O'Connell of Groat Neck, L. I. 
Passes Million Mark and Is Second 


for Aetna Life in His First Year 


97 


EW in the business and only 27 
N vears old, C. B. O’Connell of Great 
Neck, Long Island, finished 1927 
second in the entire agency organization 
of the Aetna Life, paying for $1,277,000. 
Mr. O’Connell was leading the agency 


organization of the company until the | 


December total was reported, when he 
was just nosed out by a dark horse from 
Texas. His record however is remark- 
able and his achievement is an illustra- 
tion that self confidence is a large part 
of the battle in life insurance sales work. 


Achieved Record With 
No Previous Experience 


Mr. O’Connell has no life insurance 
back ground other than a year’s work 
on an industrial debit. He had been a 
teller in a bank prior to that. It was 
while he was making his rounds in the 
industrial business that his general 
agent, James P. Graham, Jr., saw his 
sales ability and suggested that he 
de- 
1926 


transfer his efforts to the ordinary 
partment. 


Towards the close of 


| Mr. O’Connell went with Mr. Graham’s 
general agency 
| :mmediately showed his ability, produc- 
| ing policies in abundance and abundant 
in size. The average size of his policies 
is large. He has concentrated on pros- 
pects who have the means to pay for 
large policies. In doing this, however, 
he has developed many prospects that 


of the Aetna Life and | 


| large lines. 


| by adding $50,000 to $200,000, 


= aeagee: 
would ordinarily be overlooked by those | 


seeking big business. 


Found Prospec 
Overlooked 1 by Others 


As an example, Mr. O’Connell wrote 
a policy with a $2,500 premium on a 
butcher in his community. In many 
cases the agent who is seeking big busi- 
ness does not look for his prospects 
among the trades people in small com- 





| 
| 


| Mr. 


munities. In this particular instance 
O’Connell doubly showed his sales 
ability for the policy when issued was 
rated up that the premium, which 
the butcher thought the annual premium 
that had been ordered, 


so 














111 W. Jackson Blvd. 








Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmenn Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 

The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65c to $5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 


Telephone Wabash 3933 


Chicago, Ill. 








When 


; semi-annual. 
a semi-annual premium on the 
schedule, the butcher threw the policy to 

| the floor and the sale was then under- 


rated up 


taken as from the The 
policy was placed. 
Developed Many 

Large Lines 


beginning. 


Another unique plan developed by Mr. 
O’Connell has been a completion of 
He has found men whose 
aggregate insurance approached either 
the $500,000 or the $1,000,000 mark and 
persuaded them to complete the figure 
He has 


told that this was , 


shown them the need for the additional | 


coverage and also the value of the pub- 
licity in placing this large line. This of 
course, could not apply to metropolitan 
communities, but in the smaller com- 


munities local publicity is readily avail- | 
| cessfully canvassing his city workers in 


able for such events and is productive 
of results. The publicity applies both 
to the policyholder and the agent. As 
a result of the local reputation acquired 
in this way, Mr. O’Connell has made 
some excellent contacts, resulting in 
excellent sales. He sold a policy for 
$105,000 on Ring Lardner, although he 


| did not know Mr. Lardner prior to the 


original approach. Probably 50 percent 


a | of his sales are made on men who were 
was instead the | 


unknown to him prior to the approach. | 





He has many valuable contacts which 
have developed the other half of his 
business, but has secured fully half from 
strangers. He has not used cold can- 
but has prepared an approach for 
cases that he knew were in need of in- 
surance, even though he did not pre- 
viously know the men, 


vass, 


Solicits Business 
Men in Their Homes 


An interesting feature of Mr, O’Con- 
nell’s solicitation is the fact that 
probably 80 percent of his business is 


secured in the evening or on Sunday or 
holidays. He writes the big business 
men of New York, but makes the ap- 
proach at their homes in the suburbs. 
Many agents in metropolitan centers 
bave felt that the big business can only 
be in the prospect's office, but he has 
demonstrated the possibilities of suc- 


their suburban homes. He has been 
fortunate in that his wife has been an 
able aid throughout his work, arranging 
appointments and scheduling his time 
for him. In fact, she has taken care of 
all the field details for him. 

In all of his work, Mr. O'Connell has 
shown that a young agent without 
experience can accomplish big things. 
He achieved second place in the com- 
pany ranks, despite his youthfulness and 














WHAT DISTINGUISHES THE 
EMPLOYER AND EMPLOYEE? 


And when will you cease to be the latter? 


Sub-agent status is the apprenticeship of life 








insurance selling. It serves you well as a be- 
ginning. Lingering in that class too long is 


expensive. 


If you’re ready, we can point the way to your 


becoming 


AN EMPLOYER OF SUB-AGENTS 


Choice territory open in the States of 
Louisiana, Texas, Oklahoma and Ar- 
kansas. A plan that spells independ- 
ence and future prosperity for you. 


Your communication will be treated with con- 


fidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA, 





Superintendent of Agencies 


IRA F, ARCHER 
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(CONT'D FROM PRECEDING PAGE) 
lack of previous experience. He has 
been ably coached by Mr. Graham, his 
general agent, throughout his work, but 
has ferreted out the desired prospects 
by dint of hard work and personality. 
He has not feared to tread where others 
have been hesitant and thus has secured 
business which probably would have 
been entirely overlooked by others. He 
is off to a flying start for 1928 and is 
setting as his goal the first place in the 
Aetna Life agency organization. 


JOHN HANCOCK HOLDS 
ANNUAL CONVENTION 


(CONTINUED FROM PAGE 5) 


in handling. It is thus only natural that 
there should be greater supervision of 
business by the state and the companies’ 
answer can only be continued honest 
service which can bear the closest scru- 
tiny. This is not only a matter of moral 
standards, but a matter of policy in the 
face of close scrutiny. 


Competition Essential 


It was pointed out by Mr. Crocker 
that one factor in business which is an 
essential part of democracy and a vital 
part of the best form of business is com- 
petition. This is essential and yet it is 
at the same time a factor which can 
lead to difficulties. He urged caution in 
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A REAL CHANCE 


A good, young Middle Western Com- 
pany is carrying on an expansion pro- 
gram and is desirous of making con- 
tracts on a liberal basis with good men 
in the following cities: Dubuque, 
Iowa; Sioux City, Iowa; Omaha, Ne- 
braska; Burlington, Iowa; Keokuk, 
Iowa, and Clinton, Iowa. 

We can also use a good producer at 
Davenport, Iowa. 

We want the kind of men who do not 
think they are too big to use a rate- 
book, but who have some organiza- 
tion ability and are willing to build 
on a basis where they can live while 
building. Good cooperation. All pos- 
sible helps and a chance to work with 
a company officered by men who 
know a field man’s problems. Confi- 
dential. Tell us all about yourself in 
first letter. 

Address D-39, care The National 
Underwriter. 
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the matter of competition, pointing out 
that the best interests of the policyhold- 
ers should come before the temporary 
gains to be derived from giving way to 
competition. Where possible, it is well 
to meet competition, but only where 
there need be no sacrifice to ideals and 
service. 


Disability Clause Under Scrutiny 


Particular reference was made to the 
disability clause, which Mr. Crocker said 
is being given the closest scrutiny by 
the company. This clause, which largely 
developed as a competitive factor, has 
in no way established itself. Last year 
the experience on it was such as to raise 
still further question. The disability 
claims in 1927 were twice those of 1926, 
even though actual mortality was greatly 
improved. This adverse experience has 
caused some apprehension and the clause 
is now under close surveilance. It was 
also pointed out by Vice-President G. 
W. Cox that the disability clause is now 
one of the most aggravating claim fac- 
tors in which the legal department is 
involved, this clause having doubled the 
claims. 

The marked increase in lapses was 
also mentioned by Mr. Crocker, the 
experience of the John Hancock being 
in common with that of all companies. 
In 1927 lapses increased and the general 


| persistency of new business is about 10 





percent less efficient than it was 10 years 
ago. Mr. Crocker said this might either 
be the reaction from an over-drive for 
new business or the result of loss of 
efficiency, but it should be remedied and 
the business held on the books. 


Mortality Improves 


The improved mortality rate was dis- 
cussed at length by Mr. Crocker, all of 
the improvements being cited with grat- 
ification, but he warned that there is 
still one discouraging sign of the times 
in this connection, the number of violent 
deaths increasing 9 percent in 1927. This 
is a waste of life which he characterized 
as typical of the present era. The gen- 
eral mortality rate is lower, however. 
Not only is the rate lower, but there 
were actually fewer deaths in total, 
though the number of policyholders is 
greatly increased. The nature of the im- 
provements indicates that they are per- 
manent, though the unsatisfactory fea- 
tures, especially cancer, degenerative 
diseases and violent deaths, are causing 
some concern. 

Another trend of recent years is the 
increase of ordinary policies among 
wage-earners. Mr. Crocker said that the 
company did not want to discourage 
this where possible, for it meant a sav- 
ing to the policyholder. But the weekly 
business was a class originated for the 
wage-earner and the future of the two 
classes, relatively, is not clear. Even 
today, he said, there are wage-earners 
who can buy ordinary policies, but they 
prefer the weekly plan and issist on it. 
Thus it is a matter of supplying the 
wants. The trend is for an increase in 
ordinary among weekly policyholders, 
the natural outcome of prosperity among 
wage-earners. As an indication of this 
increased prosperity, he said the average 
weekly premium today is over 25 cents, 
compared: with 14 cents 25 years ago. 

The rapid development of the group 
department was also emphasized, this 


very new addition putting $30,158,250 
new business on the books last year. 
Salary deduction was also discussed, 


this being the last addition to the com- 
pany’s working kit. 

The first day was given over to this 
joint business session, concluding with 
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a banquet in the evening, at which no 
business was discussed. On the second 
day the general agents and superintend- 
ents met separately for group executive 
sessions to confer with the officers and 
plan for the year’s work. 


ANNUAL STATEMENTS 


SHOW NOTABLE GAINS 
(CONTINUED FROM PAGE 6) 

ital stock $500,000, net surplus $665,176 
The Montana Life under the administra- 
tion of President Harry R. Cunningham, 
has shown continuous progress. At the 
end of 1918, its insurance in force was 
$21,815,857, and its assets $2,253,940. 

Sun Life of Montreal 


The Sun Life of Montreal has in- 
creased its investments in this country, 
securities for more than $175,000,000 
having been purchased. During the next 
five years it is said the Sun Life expects 
to invest aproximately $350,000,000 in 
bonds and stocks of United States cor- 
porations. This was announced at the 
annual meeting of the directors. Last 
year the new business of the Sun 
amounted to $328,498,938. The company 
now has more than $1,500,000,000 insur- 
ance in force. Last year $29,000,000 was 
paid to living policyholders and more 
than $13,000,000 to beneficiaries, making 
total payments of $42,000,000. The in- 
come exceeded $100,000,000, an increase 
of $23,000,000 over last year. The Sun 
Life surplus is now $45,000,000 not in- 
cluding contingency reserves of $12,000,- 
000. The increase in surplus was $11,- 
000,000. The net rate of interest earned 
on invested assets was 6.47 percent. Net 
profit of $5,028,000 was made on sale or 
redemption of securities last year. The 
increase in market value over cost in- 
creased $19,235,000 on securities. The 
Sun Life now has 34 divisional offices in 
the United States and about $400,000,000 
insurance in this country. 


H. W. CORNELIUS GIVES 
INSURANCE STOCK FIGURES 
(CONTINUED FROM PAGE 15) 

than they were in the preceding week. 

Life stocks showed a strong undertone 

throughout the week but developed very 

little movement. There was practically 
no trading in any of the stocks that 
showed weakness. The condition was 

surprising in view of the fact that a 

number of companies issued statements 

that were better than were expected 

However, the stock market in general 

was quiet for the week. 


ACTUARY COIT RECEIVES 
JAPANESE CALCULATOR 





A soroban, the comptometer which the 
Japanese believe capable .of performing 
for calculation a service parallel to that 
of the typewriter for writing, has been 
received by Ralph B. Coit, actuary ol 
the Jefferson Standard Life. The dimin- 
utive machine is a gift of Rikitaro 
Fujisawa, an honorary member of the 
institute of actuaries in Nippon. 

Mr. Fujisawa introduced the soroban 
at the Eighth International Congress of 
Actuaries in London last June. Mr. C oit 
was very much interested in the little 
device and recently he wrote to Japan in 
quest for one. Mr. Fujisawa sent him 
one with the compliments of the Post 
Office Life of Tokyo. Besides his title 
of actuary, Mr. Fujisawa is a doctor of 
science and philosophy, is adviser to the 
department of communications, is mem- 
ber of the house of peers and member 
of the Imperial Acadamy of Tokyo. 

To the uninformed, the soroban looks 
a mere toy. It is hard to realize that its 
small wooden frame, slender bamboo 
reeds and sliding mahogany colored but- 
tons can perform the addition, multipli 
cation, division and subtraction work of 
the complicated mechanical devices 1 
current use in America. The Japanese 
Say it is even quicker and is just as re- 
liable. It has been in use in the Orient 
for a number of years but has not been 
accepted for wide use in other lands. 
Mr. Coit is becoming quite adept in the 
use of the soroban. 
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